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idly to a close, the
level of activity within
the Defense Logistics
Agency is not slowing
down. Our work force contin-
ues to support America’s
warfighters around the clock,
around the world, and meet
the demands required in order
to provide the best possible
global logistics support.

On average, DLA awards
4,000 contracts a day. Among
the items we buy are uniforms
for the nation’s armed forces,
as well as all the medical sup-
plies and almost 100 percent
of the construction materials
they use. We further supply
them with 90 percent of the
spare and repair parts they use
for land vehicles, aircraft, and
ships, as well as 100 percent of
their fuel, oil and lubricants.
DLA obtains products from all
over the United States and
delivers them either to over-
seas distribution areas or
directly to the warfighter at
pier side, dining facilities, the
flight line — wherever the com-
bat commander tells us to
bring the products.

DLA leadership has recog-

stheyeardrawsrap-‘ O 00000000

by Mimi Schirmacher

nized that the Agency cannot
conduct business as usual in
today’s environment. Now, we
are capitalizing on state-of-the-
art technology and adopting
many best business practices.
We are raising the bar for our-
selves and we are committed
to a goal of logistics excellence.

The Global War on
Terrorism has put increased
demands on our employees as
well as our suppliers. In order
to meet the challenges we face,
DLA continues to develop
partnerships with our suppli-
ers as we move from transac-
tional contracts and focus on
readiness and performance
management. We are also
working closely with our cus-
tomers in order to conduct
customer-facing collaborative
planning. In addition, we
actively seek innovative solu-
tions to the supply issues fac-
ing our troops on the ground.
By working in unison, we
reduce costs, save time, and
improve supply chain readi-
ness.

LoglLines
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he mission of the
Defense Logistics
Agency is to provide
logistical support to
America's fighting
forces. Since our beginning
as the Defense Supply
Agency in 1961, we have
provided the goods and serv-
ices that enabled our men
and women in uniform to
meet the many challenges
they faced at home and
abroad. It is a mission that
we take very seriously today,
as we strive continually to
improve our performance.
We will ensure that our
warfighters have what they
need when they need it
anytime, anywhere, 24 hours
a day--that is our goal and
our promise.

To make good on that
promise, DLA has begun a
series of initiatives to stream-
line our processes and, ulti-
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Vice Admiral, SC, USN
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mately, further improve the
delivery of our services.
Innovations like Business
Systems Modernization and
Supply Chain Management
enable us to borrow the best
practices from the private
sector and put them to work
in the service of our military
forces. With our increased
emphasis on customer rela-
tions management, we are
coming closer to being a
proactive supplier, anticipat-
ing the customer's needs
rather than simply waiting
for the customer's request. It
is this sort of innovative
approach to the ever-chang-
ing needs of our military
forces that makes DLA a
world-class combat support
agency.

This issue of LogLines
focuses upon our current ini-
tiatives to provide even bet-
ter customer support. Please

take a moment to read about
the Defense Energy Support
Center's Customer
Relationship Management
program and how it is help-
ing DLA to become more
familiar with our customers'
needs and behaviors. Also
take a look at the discussion
of Future Logistics Enterprise
by Deputy Under Secretary
of Defense for Logistics and
Materiel Readiness Diane K.
Morales, and see how DLA
fits into this concept. Learn
how the Defense Logistics
Agency Criminal
Investigations Activity has
undergone a transformation
to provide better support to
the DLA community.

[ invite you to glance
through these articles, look
at the scope of products and
services we offer and see how
DLA is working hard for you,
the customer.
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Editor’s Note: Deputy Under
Secretary of Defense for
Logistics and Materiel Readiness
Diane K. Morales shared her
insights on the Department of
Defense Future Logistics
Enterprise with the DLA
LogLines staff.

hen I was sworn
into office in
July 2001, 1
committed
myself to trans-
forming our logistics process
to improve warfighter support
while reducing the logistics
footprint. My vision — the
Future Logistics Enterprise —
is the transformation of the
logistics enterprise to match
the requirements of the
warfighter. Our requirements
out of the Quadrennial
Defense Review were to pro-
vide our combatant com-
manders with logistics sup-
port to enable forces to deploy
anywhere in the world within
96 hours. This meant that we
had to bring our supply chain
readiness to a state that would
allow the combatant com-
mander to follow up with a
major, joint force deployment,
in theater and ready to engage
in less than two weeks. This
transformation enables logis-
tics to become a “competitive
advantage” to our warfighters,
much like Wal-Mart and other
commercial firms have con-
sciously focused on enhanced
logistics as a weapon against
their competitors.

We still are working these
issues — our deployment to
Afghanistan took about 23

6
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Diane K. Morales

\ discusses the
Future Logistics
Enterprise. (DoD
photos by Leroy
Council)

In the Future
Logistics Emtemrise

-
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days. We need to cut that in
about half. Our advances in
planning and increased ability
for coordination enabled us to
enter Baghdad on day 20. By
accurately forecasting the
demands on the logistics sup-
port mechanisms during the
pre-deployment, deployment,
and sustainment phases, we
were better positioned to pro-
vide time-definite support to
our warfighters rather than
relying on the traditional
“just-in-case” material build-
up.

In order to succeed in
deploying within 96 hours,
we had to first create the
high-level view of what the
warfighter needs for support.
In commercial terms this is
called the end-to-end supply
chain. This supply chain
extends from the customer’s
customer to the supplier’s
supplier and includes process-
es, enabling technologies, and
well-trained people. The con-
cept of the Future Logistics
Enterprise originated {rom
this supply chain. The
Defense Logistics Agency is
the centerpiece of the FLE
supply chain and, as such, has
been required to rethink its
business processes and retool
the information technologies
used to carry out its mission. I
am very pleased to report that
under the exemplary leader-
ship of Vice Adm. Keith
Lippert, the Defense Logistics
Agency is moving forward
with an accelerated transfor-
mation schedule in order to
achieve our high expectations.

To more fully understand
the complexity of this effort,
we had to examine our supply
chain. The three broad con-
cepts of focus for the military
supply chain are: Weapon
Systems Support, End-to-End

Fall/Winter 2003

Warfighter Support, and
Enterprise Integration.

Our weapons systems sus-
tainment today consumes
about 80 percent of all of our
logistics resources. We spend
about $64 billion a year on
sustainment, through a logis-
tics infrastructure that is func-
tional by military service and
not by vertical weapon system
support. Our programs sepa-
rate the acquisition process
from the sustainment effort.
While program managers are
accountable for particular
weapon systems, their focus is
more on cost, schedule and
performance. We applaud the
success of these efforts but

believe that refocusing the
metric of success on how
effective and reliable the
weapon system is, is a better
method of insuring success in
the battlefield. Giving the pro-
gram managers full visibility
and accountability into the
total life cycle of a weapon
system allows for greater con-
trol over the end product:
reliability, which translates to
combat capability. This is
how we will achieve a full life
cycle support mechanism.
Examples of programs exercis-
ing full life cycle responsibili-
ty are the C-17, the F/A-18,

and the M1 tank programs.

In addition to building
this integrated weapons sys-
tem support program, we are
also negotiating performance-
based agreements between
customers and suppliers.
Giving the program manager
the authority to negotiate
these agreements greatly
enhances our overall program
of integrated support. While
the customer (Combatant
Commander in this case)
determines performance
parameters like availability
and reliability, it’s the program
manager that is in the best
position to ensure the cus-
tomer receives what they
want, because they have visi-
bility across the process.
Again, giving our very sea-
soned program managers this
visibility — and a tool for
holding our suppliers to a
metric of total life cycle per-
formance — gives us the con-
trol over reliability and
weapon system performance.
These advanced logistics and
performance agreements are
part of the Future Logistics
Enterprise — our vision for a
more reliable and agile logistic
support system. These pro-
grams provide the appropriate
authority to the program man-
ager. In this regard, the pro-
gram manager, the customer,
the suppliers, and of course
DLA become partners in an
end-to-end weapons system
support program.

Our integrated supply
chain is what we are calling
end-to-end distribution and
customer service. DLA is
again integral to this transfor-
mation at both the operational
and tactical layers. We are
designating service providers,
or what we call executive
agents, for various goods and
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A Partner
in the Future
Logistics Entemrise

services such as food, fuel,
construction equipment, etc.
in order to greatly enhance
the organization and distribu-
tion of combat services in an
emergency. These executive
agents will provide end-to-
end customer service from
the supplier to the end user,
much of what is expected in
the commercial sector. We
recognize that the ability to
have visibility as to where a
part or supplies are in the
logistics system is expected in
today’s technologically
advanced environments. In
our efforts to build a more
agile logistic system we are
building in this visibility —
“the concept of where is my
package” introduced to us by
the overnight carriers. We
believe that this ability to
know where parts, food and
supplies are “in the system”
will build confidence for the
combatant commanders as
well as for the logistics work
force. This capability will
ultimately help us reduce the
amount of material required
in an operation and become
better able to turn swiftly to
the next engagement.

Our third objective —
Enterprise Integration —
enables the entire FLE. The
integrated enterprise focuses
horizontally from customer
back to supplier, not in seg-
mented stovepipes or func-
tional views. Part of
Enterprise Integration focuses
on information systems and
how information flows across
the enterprise. Right now, we
have over 600 information

systems with over 400 million
lines of computer code. Many
of these legacy systems are
batch-processed with limited
network capability. The result
is a slow-to-respond informa-
tion system that is incapable
of providing real-time, value-
added logistics information
that the combatant command-
ers need. We know that this
lack of connectivity and abili-
ty to communicate makes our
jobs of supplying the
warfighter more difficult, so
we are moving very aggres-
sively to deliver logistics
information systems that take
advantage today’s technology

and allow us to share data
across the functional
stovepipe of the military serv-
ices. Again, DLA is in the
forefront of this endeavor with
the Business Systems
Modernization effort. DLA
was the first Enterprise
Resource Planning (ERP)
effort to emerge and is cur-
rently the most successful ERP
effort in DoD. As the first to
undertake this complex task,
DLA developed the framework
and the structure to set the
example for other DoD enter-
prise implementations. DLA
has participated in the DoD

Comptroller’s Business
Management Modernization
effort and has assisted the mil-
itary services in growing and
managing their efforts as well.

The next step for DLA is
to go beyond BSM into
Customer Relationship
Management, which will syn-
chronize the order entry
process to the process of
delivering supplies. As is the
case in commercial industry,
the experience of the cus-
tomer — the warfighter or
combatant commander — and
his trust in the logistics sys-
tem affects the decisions that
are made regarding the order-
ing of supplies and repair
parts. If a combatant com-
mander can “see into the
logistics system” and know
that the supplies are in the
theater and soon to be deliv-
ered, then he will be less like-
ly to place a duplicate order.
The value of knowing about
the status of supplies and
repair parts is nearly as valu-
able as having the items in
hand. Managing the customer
experience is another industry
best practice and is crucial to
maintaining long-term rela-
tionships between suppliers
and customers. DLA is again
right in the middle of this key
function.

DLA is far different today
than just a few years ago. We
are transforming from a
wholesale operation with a
limited focus on the customer,
to becoming totally customer-
oriented. The backorders are
down significantly, and cus-
tomers come regularly to meet
face-to-face with the DLA
leadership to discuss their
needs. DLA is, in many cases,
co-located with the customers
and in other cases, establish-
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ing new co-location sites in
order to be closer to the cus-
tomers. This coordination in
planning, synchronization in
effort, and the visibility over
the process has substantially
improved service to our end
customer — the warfighter.
DLA has not only changed its
face, but the very fabric of its
reason for existence.

As with most challenges
change has not come easy. I'd
like to recognize the DLAs
leadership and the extraordi-
nary efforts that have been
made to guide the shift in
thinking toward a customer-
centric operation.
Transformation from a dis-
jointed logistics support effort
to an integrated end-to-end
supply chain is the future of
DoD logistics and is the mis-
sion and vision of the Future
Logistics Enterprise. We will
continue to build improve-
ments within a common sys-
tem and we will continue to
focus on building better logis-
tics support from the service
components into a joint the-
ater of operations. The result
will be dramatically increased
confidence in logistics sup-
port, as viewed by the com-
batant commanders. This con-
fidence will allow a reduced
demand for stocking supplies
in theater and greater agility
for our warfighters.

Today our nation, our
friends and allies, face a stern
test from a new kind of
enemy. Our resolve to defend
democracy has never been so
strong and our work to trans-
form logistics has never been
so urgent. We must strive
today to be more prepared
tOMOTTOW. %*
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Disadvantaged
Rusiness Utilizatio

By Joy Kress
DLA Public Affairs Office

he Defense Logistics
Agency received the
highest Department of
Defense agency—level
Small Business
Program award at the 2003
Small Business Training
Conference for Acquisition
Professionals, held in

10

Arlington, Va., in July 2003.
The Agency was honored as
the top performing major
defense agency under the DoD
Small Business Program for fis-
cal 2002. The honor proves
that the DLA continues its
efforts to actively seek out and
buy from small businesses.
The total percentage of dol-
lars given to small disadvan-
taged businesses by the DLA

increased by 1.3 percent from
3.4 percent in fiscal 2001 to
4.7 percent in fiscal 2002.
More than 38 percent of the
Agency’s contract dollars were
awarded to small businesses of
all kinds, surpassing the gov-
ernment-wide goal of 23 per-
cent. The Agency also advised
6,301 small businesses at its
headquarters and field activi-
ties and received a grade “A”

LoglLines




« Frank Ramos (left), director of DoD Small and Disadvantaged Business
Utilization, and Michael W. Wynne, acting under secretary of defense for
acquisition, technology and logistics (right), present the award to (from left)
Tom Ray, director of DLA SADBU; Scottie Knott, DLA senior procurement
executive; and Maj. Gen. Mary Saunders, DLA vice director. (Photo by
Thomas Wilkins)

for Small Business Program
Performance for fiscal 2002
from the Under Secretary of
Defense (Acquisition,
Technology & Logistics).

Selections for the award
were based on the evaluation
of each of the eligible 18 agen-
cies’ Small Business Program
performance for fiscal 2002, as
documented in each agency’s
Small Business Program fiscal
report. The one military
department and defense
agency with the highest ratings
for the fiscal year were award-
ed.

Tom Ray, DLA Director of
Small and Disadvantaged
Business Utilization (SADBU),
commented on the Agency’s
work over the past year. “This
award reflects a commitment
from the Agency director,
deputy director and senior
procurement executive, a part-
nership between contracting

and SADBU personnel at all
levels, and a lot of hard work
by buyers and small business
specialists at each buying activ-
ity,” he said. “The small busi-
ness accomplishments by DLA
last year were not easy, but
they show what can be done
when we work together.”

The programs of the week-
long small business training
conference, “Unity--Working
Together,” emphasized the nec-
essary balance and intercon-
nected teamwork between
Management, Contracting and
Small Business Personnel.

Featured keynote speaker,
Michael W. Wynne, Acting
Under Secretary of Defense for
Acquisition, Technology and
Logistics, also discussed the
value of small business and its
function in providing support
to the DoD. Wynne offered his
understanding to those in the
small business sector, describ-

ing his past experiences as a
small business entrepreneur in
the field of Information
Technology.

“Small business is where it’s
at in the economy, in technolo-
gy development and where the
entrepreneur meets the
ideas...into the laboratories,
into the engineering studios
and ultimately onto the prod-
uct floors and into the main
economy,” Wynne said.

DLA Vice Director Maj.
Gen. Mary Saunders; SADBU
Director Ray and Senior
Procurement Executive Scottie
Knott were selected to receive
the award on DLAs behalf for
its overall Outstanding Small
Business Program.

DLA provides supply sup-
port, and technical and logis-
tics services to the U.S.
Military Services and to several
federal civilian agencies.
Headquartered at Fort Belvoir,
Va., the Agency is the one
source for nearly every con-
sumable item, whether for
combat readiness, emergency
preparedness or day-to-day
operations. %*

UTSTANDING
SMALL BUSINESS

PROGRAM AWARD
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DESC Im

By Kelly Morris
Deputy Director, Customer Support
Defense Energy Support Center

he Defense
Energy Support
Center has
been provid-
ing products
and services to mili-
tary and federal civil-
ian customers for
over 60 years. We
always seem to get
the fuel where it is
needed in a timely
manner.
Customers seem to
be satisfied with
the products and
services we pro-
vide. Why, then,
do we need to be
concerned with Customer
Relationship Management?

In a global information
environment, our customers are
becoming more demanding.
Paul Greenberg states in his
book, “CRM at the Speed of
Light” that because of broad
access to the Internet and cus-
tomers’ demands for instant
information, customers are
demanding much more than
just basic products and servic-
es. “When customer demand
shifts, so must the enterprise.”

In September 2002, the
General Accounting Office
issued a report and stated that
“DLA does not provide a ‘single
face’ to its customers for
addressing their issues. To
obtain assistance, customers
sometimes need to navigate
through a number of different
channels, none of which are
interconnected. This process

lements
ustomer

causes confusion with
customers and fragmented
accountability throughout DLA
for customer satisfaction.”
Additionally, customers are
“sometimes confused over
whom to call and reported diffi-
culties with getting in touch
with the right person to resolve
their problems.” GAO recom-
mended that DLA create a sin-
gle face to customers to
improve customer satisfaction.
GAO also recommended that
DLA “develop a comprehensive
customer-feedback plan to bet-
ter determine customer needs
and solutions to the needs.”
CRM Defined

In an effort to improve cus-
tomer satisfaction and meet
customer demands, DLA is
developing a Customer
Relationship Management pro-

« Kelly
Morris is the
deputy direc-
tor for
Customer
Support in the
Defense
Energy
Support
Center.

gram. CRM is a
commercial approach for devel-
oping and maintaining positive
relationships with customers.
CRM is a combination of strate-
gies that focus an organization
around its customers. By devel-
oping a customer-centric
approach, DLA will be posi-
tioned to learn more about its
customers’ needs and behav-
iors. By enabling a common
repository for customer data,
which can be shared across the
organization, CRM enhances all
aspects of customer service.
While profits drive the private
sector to focus on being cus-
tomer-centric, readiness is the
driving factor for DLA and
DESC to adopt customer-
focused strategies. A DLA CRM
team defined CRM as a “cus-




Relationship

tomer-focused strategy using
people, processes and tools for
setting and meeting mutual
expectations that optimize
value for both the customer and
DLA”
CRM Approach

The three elements of CRM
— people, process and technolo-
gy — will form the foundation of
the DLA enterprise CRM pro-
gram. These elements, com-
bined with the appropriate
strategies, will move DESC
from being product oriented to
a customer-centric organization.
DLA is preparing to hire an
external service provider to
assist each field activity with
CRM implementation. Prior to
bringing an external service
provider on board, the DESC
Customer Support Office is
working to identify the “as is”
model or state of current DESC
customer interactions. The
Customer Support Office is
analyzing how DESC currently
utilizes its work force to sup-
port customers and identifying
what types of customer process-
es and technology support a
customer-focused organization.
CRM Benefits

DESC employees will bene-
fit greatly from a CRM program.
It will improve communications
between DESC employees, mili-
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tary partners and customers. A
customer-focused strategy will
enable us to share and leverage
information across the enter-
prise so we can collaborate and
develop refined customer solu-
tions. Sharing customer data
will allow us to create a unified
picture of the customer and
provide consistent information
and a “single face” to the cus-
tomer, thus, enhancing trust
and improving customer satis-
faction.

CRM will allow us to identi-
fy changes in customer behav-
ior and will allow us to antici-
pate or know our customers’
needs based on this behavior.
Logical customer segmentation
will enable DESC employees to
better serve customers and pro-
vide seamless support and
improved responsiveness to our
customers.

Ultimately, with a robust
CRM program, which includes
an appropriate balance of peo-
ple, processes and technology,
DESC will continue to meet the
ever-changing demands of the
customer. A shift from a prod-
uct to a customer focus will
enable us to better meet readi-
ness demands, enhance produc-
tivity, improve customer knowl-
edge, lower costs and increase
customer satisfaction.

MEDNEI 0L

Some of its functions
include: serves as the DESC
liaison to the DLA sponsored
CRM initiative; defines CRM
requirements associated with
DESC business processes;
develops operational CRM to
interact with customers and
facilitate capture of customer
data; develops the DESC
enterprise customer profile
system; and provides market-
ing and education of cus-
tomer support concepts and
the CRM initiative to both
DESC and its customers.

The DESC Customer
Support Office is a relatively
new office whose mission is
to develop and foster cus-
tomer support concepts
across all DESC business
areas. These concepts are
necessary to maximize rela-
tionships with customers,
increase efficiency and effec-
tiveness of DESC'’s support to
its customers, and enhance
customer satisfaction and loy-
alty. The office acts as the
principal advisor to the
Director and is responsible
for the development, imple-
mentation, and oversight of
the Customer Relationship
Management initiative within
DESC. #
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Obsolete Components Challen

By Alex Melnikow
DMSMS Program Manager
Industrial Capabilities Division

he aging of aircraft,
ships, tanks, and a
myriad of other
Department of Defense
weapon systems pose
increasing support obstacles
for the Defense Logistics
Agency’s customers. Many
weapon systems have under-
gone lengthy life extensions
not planned into the original
provisioning and lifecycle sup-
port processes.
Simultaneously,
there has been a

given device or material is
termed a DMSMS situation.
These DMSMS instances are
usually driven by lack of viable
business base, evolving materi-
als and technology, and com-
petitive pressures. Our cus-
tomers face increased costs,
time delays, and decreased sys-
tem readiness levels due to
DMSMS situations. A sole
source situation is the extreme
case of DMSMS, a device may
reach a DMSMS classification
long before a sole source status
is reached.
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DLA, recognizing its obli-
gations as a value-added logis-
tics organization, has
embarked on an effort to offer
the Military Services and DoD
community a new tool to help
mitigate the impacts of
DMSMS. DMSMS impacts all
levels of personnel in the DoD
community including: program
managers, item managers,
engineers, logisticians, techni-
cians, and warfighters. The
impacted organizations and
personnel populate program
offices, program executive

reduction in both
the number of sup-
pliers and the high
reliability devices
offered by industry
to support DoD’s
requirements.

The decline in
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manufacturers,
sources, and/or raw
materials used to
manufacture
required items is
termed Diminishing
Manufacturing
Sources and
Material Shortages
(DMSMS). A
sharply declining
supplier base for a
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offices, acquisition activities,
in-service engineering activi-
ties, DoD Original Equipment
Manufacturers, commercial
system support organizations,
and fielded units throughout
the Military Services.

DLA has initiated the “

DMSMS Center of Excellence
(COE) with the goal of provid-
ing a one-stop portal to data,
databases, references, and the
resources needed to assist the
DoD community in con-
fronting DMSMS. Oversight
and direction are provided
through personnel associated
with the DLA Industrial
Capabilities Division and the
Defense Supply Center

Columbus, Ohio, DMSMS

Office, the log1cal COE foster-
ing organizations due to .
missions. The DMSMS CO
also closely coordinated wi
the Military Services’ and
DSCC’s DMSMS offices and
focal points.

The DoD community uti-

lizes a variety of models to
support weapons systems. =~ tiakyear, persohnel

Most program offices have des-
ignated an engineering activity
or have some form of contrac-

tor support for their systerﬁ_‘it -

Each system faces a somew.

erned by factors including cho-
sen system support methodol-
ogy, operational environment,
design era (affecting compo-
nent composition), mission
requirements, and lifetime.
DMSMS impacts a number of
commodities including: micro-
circuits, discrete semiconduc-
tors, connectors, resistors, cir-
cuit cards, fasteners, and
mechanical components.
Despite the variances in each
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system’ Bill of Material, there Government Industry Data
are component commonalties Exchange Program (GIDEP)),
among many systems. the DMSMS policy groups, the

However, there is no good cen- /component databases available,
tralized focal point leading to . relevant conferences and sym-

‘ i osia, and training availability.
cture for the Center of
cellence has been defined

C and reviewed. During this
tion strategy must enable period, an internal Web site

information flow and data has been specified and con-
exchange to allow the DoD structed to provide the con-
community to take advantage = nectivity required by our DoD
of all possible leveraging customers to address DMSMS.

opportunities consistent with  Prior to its release to the users
their requirements. The in the coming year, the site is
i undergoing expansion and
review. Plans also call for
development of on-line
and rapid solu- DMSMS computer based train-
ur #Pj omers, lever-  ing during this second year.
on common problems The ility of integrating a
i knowledge-based tool that
would lead users to the right
a source to resolve typical
SMS situations is being
ated for incorporation
E’s capabilities.
e DMSMS COE5 out-
geqlq-ew_'_lln,ﬁlclude out-
~ —reach and enﬁ_ hment of the
conte e to users. The
goal of the COE is to provide
sea access, perspective,
ducational material to all
s facing DMSMS
s in their jobs. The

Incorporatgd.. Durin g

DMSMS C( have
ed Wlth men

Mlhtary Semces a"'

“the vari - or bias in its presen-
DMSMS predlcuon tools tation material, providing
existence, the various weapon  objective, clear-cut, precise
system component interaction  information. %

forums

eludi

%Z(;;O;ng ~ For further information regarding
System the DMSMS Center of Excellence
Program Program, contact David Robinson,
DMSMS DMSMS and GEM Program Manager,

el david.g.robinson@dla.mil, 614-692-7493 or
the DSN 850-7493.

15



Supplies

By Frank L. Johnson, Jr.
Defense Supply Center Philadelphia
Chief, Public Affairs Office

« he Defense Supply
Center Phﬂade}%phia only
asks its vendors to be
dependable and cost-
effective,” said George
Rybarczyk, partner of

Creative Apparel Associates in
Harmony, Maine. “That’ not ask-
ing a lot. We take pride in giving
both Americas warfighters and
DSCP the best possible business
value and quality customer serv-
ice that they deserve.”

DSCP also leads the way
within the Defense Logistics
Agency in creating business part-
nerships with ‘other than large
businesses including minority,
woman-owned, and small disad-
vantaged businesses’ amounting

a Sharon Stafford joins a lining to outer shell. of the Joint
Service Lightweight Integrated Suit Technology chemical

Diversity,

to more than $2.5 billion annu-
ally from total sales exceeding
$7.8 billion a year. So it comes
as no surprise that DSCP contin-
ues to cultivate supplier diversity
with Native American-owned
suppliers like Creative Apparel.

Creative Appatrel is certified
as a small (less than 500 employ-
ees), disadvantaged business and
is owned by the Passamaquoddy
Indian tribe (which has a 51 per-
cent stake), and J&P Apparel
Inc. that is owned by George
and Sharon Rybarczyk.

“We're a company of many
cultures, backgrounds and expe-
riences and we take great pride
in the diversity of the people
working for us,” said George
Rybarczyk. Creative Apparel

employs a total of about 375
people in its plants with about
one-third of its workers being
Native American.

During a normal fiscal year,
DSCP5 clothing and textile direc-
torate buys about $100 million
worth of the chemical and bio-
logical protection coats and
trousers ensemble. However, due
to increased demands, DSCP
expects to buy at least 842,000
of the ensembles valued at $180
million in fiscal 2003. About 25
percent of these ensembles will
come from Creative Apparel.

Visitors to any of Creative
Apparels plants today almost
immediately walk into a sea of
woodland and desert colored
material being converted into the

’ = )
= ok 3 -
=i ; = L I8
. - j-L 1

a From left, David Carr, Holly Sinclair, George Rybarczyk,

Fran Tetreault, and Bonnie Jackson talk about manufactur-
ing process associated with ELIST coats. Carr is the plant
manager at Creative Apparel’s Harmony and Dover-Foxcroft
facilities; Sinclair is a lead inspector; Rybarczyk is Creative
Apﬁarel’s partner; Tetreault is a floor supervisor, and
Jackson is an inspector.

protective coats. (Photos by Frank I. Johnson, Jr.)
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Opportunity, .
Ccommunity

Joint Service Lightweight
Integrated Suit Technology
ensemble. The shell material is
cut in Belmont, and the carbon-
liner material for the uniforms is
cut at the Eastport plant. The
fabric is then shipped to
Creatives other factories to be
stitched into garments. The gar-
ments are then packed and
shipped from the Dover-Foxcroft
plant.

The JSLIST ensembles’ outer
camouflage layer repels water
and its inner layer is designed to
Frovide the user with protection
rom the effects of nuclear bio-
logical contaminants and toxic
in(giustrial material in any form
including anthrax, sarin gas and
smallpox.

—
a From left, Travis Seekins and Ted Belcher shown spread-
ing the outer shell material for the {oint Service

Lightweight Integrated Suit Techno
coats and trousers.
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ogy chemical protective

“Making the JSLIST ensem-
ble is a very labor intensive
process involving a lot of differ-
ent operations,” said David Carr,
Creative Apparel’s plant manager
at the Harmony and Dover-
Foxcroft facilities. “We take con-
siderable care in making sure
that each stitch of the ensemble
is sewn perfectly because we
know these suits could mean the
difference between life and
death.”

Jack London said Creative
Appatrel brings to the table a
unique combination of industry

coats.

 Robin Braley attaches crotch straps to the Joint Service
Lightweight Integrated Suit Technology chemical protective

a From left, fessie Downs and Dawn Brockman
perform final inspection on the Joint Service
Lightweight Integrated Suit Technology chemi-
cal protective trousers. (Photos by Frank L.
Johnson, Jr.)

experience, business insight and
executional know-how.

“One of DSCP5s primary
goals is to ensure the combat
readiness and sustainment of
Americas military in peace and
war,” said London, DSCP5
JSLIST program manager.
“Creative Apparel has been an
integral partner in breaking

roadblocks and helping DSCP
continue its practices of being a
world class logistical support
provider of clothing and textile
products.” <
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By DLA Criminal Investigations
Activity

efense Logistics
Agency Criminal
Investigations Activity
workers have trans-
formed their organi-
zation to better sup-
port customers, the Defense
Logistics Agency community.

The DLA director established
DCIA to augment the efforts of
the Department of Defense
investigative organizations and
to provide investigative capa-
bility for matters of interest to
the director, matters not suit-
able for referral to a DoD inves-
tigative organization, not with-
in mutually agreed investigative
guidelines of the DoD inves-
tigative organizations or
declined by a DoD investigative
organization.

DLA customers are probably
most interested in DCIAs least
understood but one of its vital-
ly important missions: enforc-
ing trade security controls.
TSCs are necessary to prevent
the release of materials, techni-
cal data and services to parties
not friendly to the interests of
the United States and its allies.
The Defense Reutilization and
Marketing Service, either
directly or through a contrac-
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DCIA En
Mission:
Possibl

tor, sells or otherwise disposes
of surplus government proper-
ty, defined as munitions list
items by the U.S. Department
of State, or defined as
Commerce Control List Items
by the U.S. Department of
Commerce. Other DoD entities
also engage in sales, transfers,
donations or exchanges of
these items.

In all instances, a trade secu-
rity control clearance is
required before an munitions
list item or commerce control
list item can be released to the
recipient. Trade security control
clearances must be provided to
prospective buyers or recipi-
ents. The DCIA Trade Security
Controls Clearance Office,
located in Battle Creek, Mich.,
determines whether or not a
prospective recipient warrants
the clearance. The TSC
Clearance Office evaluates
prospective recipients and their
proposed use of the property
and determines whether it is
appropriate to grant the trade
security control clearance or
recommend debarment.

Once the recipient has been
granted trade security control

clearance and the property
transferred, DCIA agents
implement measures designed
to prevent the illegal acquisi-
tion or other unauthorized
transfers of such property,
including transfers to ineligible
transferees. DCIA is charged to
ensure all sensitive DoD prop-
erty, whether or not demilita-
rized, and whether located
within or outside the United
States, is transferred in accor-
dance with U.S. laws, regula-
tions and policies administered
by DoD, Department of State,
Department of Commerce,
Department of the Treasury,
Office of Foreign Assets
Control and Department of
Transportation. This is accom-
plished through the conduct of
post-sale investigations that
track the property and verify
the stated end use of that prop-
erty.

The Trade Security Control
Clearance Office was formerly
separated into two elements,
one in Memphis, Tenn., and
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one in Battle Creek, Mich. On
April 5, the TSC Clearance
Office was consolidated into a
single office in Battle Creek, the
headquarters of DRMS, their
primary customer. This result-
ed in better communication
with the customer and internal
efficiencies that have signifi-
cantly improved support to the
customer, according to Tamara
Fivehouse, DCIA director.

DCIA overall has five pri-
mary missions. Besides enforc-
ing trade security controls, the
best known of these tasks is to
provide criminal investigative
support to the DLA director
and senior staff, commanders
of DLA field activities, DLA
general counsel and employees
of DLA worldwide. DCIA per-
sonnel provide this support
through timely, thorough and
superior quality investigations,
criminal vulnerability assess-
ments, referrals, education and
liaison for all business areas of
the Agency.

DCIA special agents conduct
criminal investigations involv-
ing persons and property
under the charge of DLA or
where DLA has an inter-
est consistent with feder-
al statutes and DoD and
DLA directives. In per-
forming criminal vulner-
ability assessments, DCIA
special agents identify
systemic or crime-con-
ducive conditions that
can result in the theft or
loss of resources and services
crucial to DLAs mission to sup-
port the warfighter. They pro-
vide this global investigative
support and assistance to DLA
commanders in areas such as
travel fraud, standards of con-
duct violations and misuse of
government resources.

DCIA acts as the records
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repository for all reports of sig-
nificant criminal incidents or
property loss generated by any
DLA law enforcement activity.
DCIA retains record copies of
those reports and a database
index of those reports and for
fraud investigations being con-
ducted by defense investigative
organizations and monitored
by the DLA Office of General
Counsel. DCIA also makes
entries to the Defense
Clearance and Investigations
Index regarding those reports.
The index makes criminal
investigative and security clear-
ance information available to
authorized users throughout
DoD and to the U.S.
Department of Justice.

As of April 3, DCIA has over-
all responsibility for the DLA
Complaint Program and
ensures that it works in concert
with the DoD Hotline Program.
The DLA Complaint Program
may be used by anyone for
reporting suspected fraud,
waste, abuse or mismanage-
ment with no fear of reprisal or
unauthorized disclosure of
their identity.

“We recognize
the linkage between
our mission and the
broader DLA mis-
sion,” Tamara said.
“Therefore, we have
fine-tuned and
enhanced the DCIA
organization and
method of operation
to more effectively support our
customer. The DLA director
and vice director, as well as
DRMS, and the J-codes, have
been incredibly supportive of
organization changes, mission
requirements, assistance,
reengineering and the reorgani-
zation.”

DCIA is centralized at DLA

headquarters in Fort Belvoir,
Va., although the majority of
the DCIA work force is located
in 11 DCIA field offices
throughout the continental
United States and in Hawaii
and Europe. “DCIA has been
operationalized for years,”
Fivehouse said. “We have cen-
tralized leadership, records sys-
tem, databases and program
administration. My managers
and 1 visit all our field offices
and their supported command-
ers to ensure that we are meet-
ing the needs of our cus-
tomers.” The field commanders
provide physical support and
overhead such as office space,
local area network access and
major equipment. DCIA sup-
plies and supports the rest.

Previously, DCIAs area of
responsibility was divided by
program with two types of
agents -- trade security controls
or general crimes investiga-
tions. Now the field offices are
regionalized into East and West
Regions, and agents have been
cross-trained to perform both
functions within their regions.
“The cross-training in DCIA
focuses on the customer and
the regionalized areas of
responsibility,” Fivehouse said.
“The cross-training was
extremely important and effec-
tive and resulted in doubling
the amount of agents available
to conduct investigations and
criminal vulnerability assess-
ments worldwide for DLA.” An
added benefit was a reduction
in agent travel.

The DCIA reorganization
increased emphasis on the cus-
tomer -- that is, DLA leaders
and employees -- and the time-
liness of investigations without
sacrificing quality. As Fivehouse
explained, “We are working for
the DLA community; we are
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DCIA Ensures
Mission:
Possibl

customer-focused. We feel it is
more advantageous to partner
with our customers and pre-
vent something before a prob-
lem happens. We want DLA
commanders to choose us for
all their investigative needs and
concerns. If we can solve the
problem, we will do so. If we
determine we are not the
appropriate agency to take
action, we will use our contacts
and knowledge of the law
enforcement community to get
the right people on the job. We
know the language and add
value to both sides when used
in a liaison function.”

As part of the customer
focus, DCIA is educating the
work force about its capabili-
ties and policies. Special agents
give a DCIA briefing to all new
DLA commanders, and infor-
mation on DCIA is contained
in new-employee orientation
packets.

Additionally, in conjunction
with the DLA Strategic Plan,
Balanced Scorecard and
Business Plan, DCIA creates an
investigative plan annually that
focuses on its customers’ con-
cerns in the areas of fraud,
waste and abuse. The investiga-
tive plan formally lays out
DCIA initiatives and areas of
emphasis each year. It is creat-
ed based on a DCIA evaluation
of problem areas and on input
from supported commanders
about their needs.

DCIA also keeps its agents
informed. “We created an
Intranet site for DCIA person-
nel to access the DCIA toolbox
that contains policies, proce-
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dures, internal guidance and a
toolbox of investigative refer-
ence materials,” Fivehouse said.
The site also contains a calen-
dar for all special agents train-
ing and travel schedules.

Many Americans are more
security-conscious today than
they were before the events of
Sept. 11, 2001, and Fivehouse
reminded DLA employees what
they can do to assist DCIA per-
sonnel.“ You can help us,” she
said. “Be vigilant at work,
always promptly report suspi-
cious activities, and trust your
instincts.”

As Fivehouse noted,
unchecked criminal activity not
only costs money, time and
resources, but also hinders
timely response to military cus-
tomers. Further, it could con-
tribute to reduced success and
loss of life on the battlefield. *
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While her customers — America’s
warfighters — can be found at forts,
bases and hot spots throughout the
United States and the world, Downen’s
work world is in the heart of mid-
America on the bank of the Ohio River
in Indiana’s southernmost city,
Evansville. A food production associ-
ate, Downen’s customers are America’s
forces that depend on the Meal, Ready-
to-Eat food rations during training and
actual exercises and operations as part
of their food plan.

“I love knowing that I'm doing
something to keep our military well-
fed by making a quality food ration,”
said Downen. “My job is allowing me
to do something in my little way to
help keep this world safer.”

Downen is part of AmeriQual
Group, LLC, a traditionally small, pri-
vately held company headquartered in
Evansville, Ind. AmeriQual makes both
the MREs used by America’s warfight-
ers as well as the salmon-colored
Humanitarian Daily Rations bought by
the U.S. Department of State to pro-
vide temporary nourishment for
refugees.

In a normal year, the Defense
Supply Center Philadelphia’s subsis-
tence directorate buys about 36 million
individual MREs from AmeriQual and
two other MRE manufacturers/assem-
blers. However, during the weeks
leading up to Americas efforts to dis-
arm Iraq, the federal government
asked these three companies to accel-
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erate production to meet
demands for an additional 49.2
million meals.

MREs are designed for indi-
viduals engaged in heavy activi-
ty such as military training or
during actual military opera-
tions when normal food service
facilities are not available. An
MRE is a totally self-contained
operational ration consisting of
a full meal packed in a flexible
meal bag that fits easily into
military field clothing pockets.
There are 24 different MRE
entrees ranging from country
captain chicken to cheese
tortellini and jambalaya. The
contents of one MRE bag pro-
vides an average of 1,250 calo-
ries, and provides up to one-
third of the military’s recom-
mended daily allowance of vita-
mins and minerals determined
by the surgeon general of the
United States. The entree can
be eaten cold or can be heated
by submerging the MRE in hot
water while still sealed in its
individual entree package.
Since mid-1992, a flameless
ration-heating device has also

been packed into each meal bag

to heat the entree. The shelf life
of the MRE is three years at 80
degrees Fahrenheit. The shelf
life can be extended through
the use of cold storage facilities

Holly Brennan (left) and
Carriann Groeninger inspect
pear products being packaged
for use in the Meal, Ready-to-
Eat food rations. Both are seal
inspectors at AmeriQual. (Photo
by Frank I. Johnson, Jr.)

prior to distribution.

Tim Brauer, AmeriQual’s
chief operating officer, said the
acceleration really tested
AmeriQuals abilities to find
new ways to cope, adapt and
thrive while continuing to
maintain the same product
excellence and superior service.

“The easy part was main-
taining product excellence,”
said Brauer. “However, we had
to grow our work force and
coordinate getting more prod-
ucts at an unbelievable rate. It
wasn't easy but we did and
we're still doing it.”

Brauer also applauded the
efforts of DSCP’ contract spe-
cialists and leadership.

“In a perfect business envi-
ronment it would be great to
have adequate lead time during
an acceleration or surge for
more product,” he said.
“During [Operation] Iraqi
Freedom, I had concerns about
being able to sustain delivery of
product when the requirements
were constantly changing and
funding was questionable. You
can have all the ideas you want
but when it involves supplying
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a critically needed item like the
MREs, flexibility is extremely
important. DSCP did a good
job in making sure we knew
what was going on.”

During peacetime,
AmeriQual makes about 1.2
million individual MREs a
month, compared to nearly five
million meals today.

AmeriQual, which is classified
as a small business, normally

employs about 450 workers.
Today, its two plants are open 24
hours a day, seven days a week
and employ over 1,000 people.

“It fluctuates, but at least 50
percent of our business is con-
tracts with DSCP5 subsistence
directorate,” said Brauer. “We're
expecting the requirements for
MREs to remain at elevated levels
at least through the balance of
2003.”

“Our contracts with DSCP
have allowed us to scale new
heights,” Brauer added.
“AmeriQual is just in its fifteenth
year of operation but the best for
this company is yet to come.” <

Billy Jones,

'. (lft) and a co-worker stack poches of food. The

pouches’ multiple layers allow the food to be sealed and then
cooked inside and never exposed to the air again. The food is steril-
ized in the pouch and then blocked from future contamination.
Jones is a retort cart loader at AmeriQual. (Photo by Frank I.

Johnson, Jr.)
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Vong Heng construct the 11-3/4
inch wound pads being made in
conjunction with Elwyn
Industries. Nguyen and Heng are
both sewing machine operators at
Ehmke. (Photo by Frank I.
Johnson, Jr.)

By Frank I. Johnson, Jr.
Defense Supply Center
Philadelphia

Chief, Public Affairs Office

ne company,
Elwyn Inc., locat-
ed in Media, Pa.
has an exclusive
contract with the
Defense Supply
Center Philadelphias med-
ical directorate for critically
needed muslin camouflage
bandages. However, the
company needed additional
capacity and manpower to
keep up with production
requirements and delivery.
Elwyn, which is an affiliat-
ed workcenter of NISH
(National Industries for the
Severely Handicapped) and
a nonprofit human services
organization, operates as a
full service human develop-
ment organization.

LoglLines
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Another company, Ehmke
Manufacturing Co. Inc. located
in Philadelphia, already has more
than two dozen open contracts
with the Defense Logistics
Agency but had the capacity to
take on additional work. In addi-
tion to being a small business,
the company has a HUBZone
certification given by the U.S.
Small Business Administration,
meaning it is located in a labor
surplus or economically disad-
vantaged area. Ehmke, which
was founded in 1929, specializes
in the design, fabrication and
installation of a diverse selection
of technical fabric items.

If it sounds like a good part-
nership, it is. These companies
have joined to produce some
two million bandages and
wound pads currently on order
by DSCPs medical directorate for
America’s forces. The bandages
being made by Ehmke and
Elywn are not the typical ones
sold in drug stores. These band-
ages and wound pads are made
from rolls of olive green fabric
and spools of cotton.

“With recommendations
from DSCP, Elwyn realized the
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benefit of partnering with
Ehmke,” said Robert Rosania,
Ehmbke3 chief executive officer
and owner. “In exchange, Fhmke
has gained experience in an area
of work never previously
explored.”

About 85 percent of what
Ehmke’s employees make end up
in the hands of the U.S. military
or their allies. The company has
been doing business the U.S.
military for over 60 years, but
has focused on those items pro-
cured by DSCP for at least the
past 15 years.

Contracts with DSCP include
everything from the mobile field
kitchen covers, screens and roof
canopies, to medical cases, hos-
pital linen cases, and webbing
straps. Contracts with other DLA
activities include acoustical blan-
kets for CH-47 helicopters with
the Defense Supply Center
Richmond, Va., and vehicular
curtains, helmet chin straps, and
50-caliber machine gun covers
for the Defense Supply Center
Columbus, Ohio.

Inside their shop is a banner
that reads ‘Our Troops Deserve
the Best.” “All of our employees

“  Dyung Pham, sewing

machine operator at Ehmke,
works on a component of the
medical cases. (Photo by Frank
L. Johnson, Jr.)

realize the importance of provid-
ing quality products to those
folks that are out there in harms
way,” said Rosania.

The Boeing Company recent-
ly named Ehmke as its 2002
Global Supplier of the Year for
Small Business for their design,
fabrication and installation of
thermal/acoustical blankets for
the CH-47 Chinook and V-22
Osprey helicopters.

Rosania said that DSCP and
DLA have made great strides in
understanding that the lowest
cost product may not represent
the best value to the govern-
ment.

“When we started doing
business with DSCP the primary
concern was the lowest price
and fastest delivery,” he said. “At
Ehmke, we have a lot of value-
added built into our products so
we can respond to the evolving
needs of DLA and the U.S. mili-
tary.” (excerpts printed courtesy
of Ehmke Manuf. Co. Inc.)**
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By Frank I. Johnson, Jr.
Defense Supply Center Philadelphia
Chief, Public Affairs Office

t Federated Wholesale
Inc., headquartered in
Atanta, Ga., Tammie
Kiker has built a small,
woman-owned business
that understands the importance of
having a plan, particularly when it
involves providing top quality
products in a timely manner.

Her approach to running her
business is the result of a highly
developed network of doing busi-
ness with reliable companies that
provide the 25 or so different prod-
ucts needed to assemble health and
comfort packs for Americas forces.
Federated, which has been
involved in the comfort kit indus-
try for about 12 years started doing
business with the U.S. Defense
Department about six years ago.
The company’ other customers
include veterans hospitals and the
American Red Cross.

The Health and Comfort Packs
(HCP) are designed to provide for-
ward area troops with the everyday
non-food necessities they need for
their health and comfort when the
exchange system or local stores are
not available to them. While the
contents may change some based
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on field surveys, the basic list of
items generally remain the same.
“It the Defense Department
calls Federated, we know we're
going to war,” said Tammie Kiker,
Federateds owner. “The health and
comfort packs take care of basic
physical needs but what it does for
their souls make them stronger. We
get a lot of letters from soldiers say-
ing seeing a certain product
reminds them of home. It makes
them feel like somebody cares.”

There are three types of HCPs.
Type I prepack-
aged HCP b%gs’ » During a
which are suit- et preak from
able for both rappelling
men and drills, a mem-
women, ber of Fort
include tooth- ~ Benning’s A
brushes, tooth- ~ Company
paste, shaving 1/19th inspects some of the items contained in the Health
razors. and and Comfort packs provided by Federated Wholesale Inc.
soap. The intent  The company annually provides Type I, I and III health
is to supply 10 and comfort packs under various contracts with the
indivi dualsy for Defense Supply Center Philadelphia’s subsistence direc-
torate. Federated is a small, woman-owned business based
30days. Fach i aflanta.
shipping con-
tainer contains

10 prepackaged polyethylene bags
with a drawstring closure contain-
ing a designated quantity of 14
items for issue to 10 individuals.
The Type 11 bags are targeted to
supply 10 females for 30 days. Its
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contents include sanitary nap-
kins, personal hygiene body
wipes, and hairbrushes. The

~ From left, Nancy Ochoa, Leticia Tritan and other co-workers put the
finishing touches on the Type I health and comfort packs. During the
height of America’s involvement during Operation Iraqi Freedom,
Federated Wholesale did about $4 million in sales in just one month.

Type 111 is a washcloth-sized per-
sonal hygiene body wipe. Its
contents are intended for use by
10 individuals, male or female.

In support of Operation
Iraqi Freedom, Kiker said
Federated did about $4 million
worth of sales in health and
comfort products in one month
where normally it would take
about four years.

“Once they (the Defense
Supply Center Philadelphia)
awarded us the contract they
sent us orders on a daily basis
specifying that they needed the
supplies within 10 days,” she
said. “Thats how much more
work had to be done because
they needed and wanted every-
thing now: It got to the point to
where it wasn't about business, it
was about making sure the prod-
uct got to the soldiers.”

“We normally give Federated

« Tammie Kiker (right) talks with
suppliers while workers pack compo-
nents that are used in the health and
comfort packs. Kiker is the owner of
Federated Wholesale Inc. (Photos by
Frank 1. Johnson, Jr.).
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about a 30-day lead time to begin
delivering,” said Bill Woltjen, a
contracting specialist in the DSCP
subsistence directorate. “The vol-
ume that we hit them with during
the early phases of Operation Iraqi
Freedom caused Federated some
challenges but they did a good job
in meeting an accelerated delivery
schedule.”

“When we were first awarded
this contract, there was the initial

By comparison, it would
take about four years for
Federated to generate this
amount of sales of health
and comfort packs in sup-
port of America’s forces.

feeling of exhilaration, of pride
that a small, woman-owned
business would have this
- opportunity to help fulfill the
troops’ needs,” noted Helene
Tisdale, the companys con-
tract coordinator. “There were
some conflicts because of how
soon the kits were needed and
where they had to go, but in
the end the troops got quality
products, and they got what
they needed.”

While theres nothing like
recognition and a few pats on the
back for a job well done Kiker said
that her satisfaction comes from
knowing that shes helping to make
life a little easier for Americas forces
and for its veterans.

“I don't ever want this compa-
ny to be satisfied with just good
enough,” she said. “We are a com-
pany of choice for the Veterans
Administration and the Defense
Department. We're here to stay” **
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A New Procurement Tool

DSCC Adds Automated
Indefinite Delivery

By Tony D’Elia
Defense Supply Center Columbus
Public Affairs Office

he latest addition to the

Defense Supply Center

Columbus, Ohio, auto-

mated award toolbox is

the Automated Indefinite

Delivery Purchase Order
contract. AIDPO is another
means DSCC uses to get its mili-
tary customers what they need,
when they need it, and at the
best price.

AIDPO is an enhancement to
DSCC5s procurement processes.
During the past seven years,
DSCC has successfully utilized
the Procurement Automated
Contract Evaluation, or PACE,
for awards that specify a firm
quantity and delivery of sup-
plies. PACE awards more than
9,000 purchase requests, or PRs,
per month with an average
administrative lead-time, or ALT,
of 17 days. However, PACE is
limited by a 14-day solicitation
period and repetitive buyer assis-
tance required for certain hard-
to-buy items. These limitations,
along with the Defense Logistics
Agency’ increased focus on the
use of long-term contract meth-
ods for strategic material sourc-
ing items, led to the creation of
the new AIDPO contract.

A goal of AIDPO is to reduce
administrative lead time, while at
the same time increasing the
number of long term contract
awards for Strategic Materiel
Sourcing (SMS) National Stock
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Numbers, without increasing
manual workload. Since August
2002, there have been 4,450
AIDPO basic contracts awarded
either fully automated, or with
minimal human assistance. Of
those, 4,095 were for SMS
NSNS, the business drivers for
DLA.

AIDPO development began
when the DSCC Executive
Steering Group chartered
Director of Corporate
Information Brad Lantz to find
an automated way to create
long-term contracts. To face the
challenge, Lantz brought togeth-
er a group of DSCC associates
with diverse backgrounds in
acquisition, policy, systems and
programming to form the
Automated Indefinite Delivery
Purchase Order Team. The
team’s mission was to develop
automated indefinite quantity
contracts using simplified acqui-
sition procedures for repetitive
stock [I))uys that would normally
flow through the PACE system.

IDPOs were chosen for
automating because they had
historically provided a means to
use facets of long term contract-
ing under simplified acquisition
procedures. By focusing on
IDPOs, the team was able to
capitalize on the existing auto-
mated simplified acquisition

Purchase Order

framework of DSCC’s Internet
Bid Board and PACE systems.
This provided a fast-track devel-
opment process.

The team gathered informa-
tion from manual IDPO buyers
and DSCC acquisition and sup-
ply experts through interviews
and focus groups. Although
alternate options were explored
and presented to the DSCC
Acquisition Council, the solution
that was chosen and approved
solicits an AIDPO agreement in
the absence of a live procure-
ment request, but within 90 days
of the NSN’s expected reorder
point. This ensures that the long-
term agreement is in place when
a PR is released, but does not
obligate government funds with-
out an actual requirement.

The system was tested in
August 2002, and after some
modifications, it was implement-
ed at DSCC, Jan. 2, 2003, in
DSCCs Commodity-Based
Applications Group.

The AIDPO program makes
an award decision before a new
stock PR is issued except where
the award requires substantial
evaluation and negotiation by a
manual buyer or demands are
not as anticipated. Therefore, the
optimum ALT for a new stock
PR awarded as a delivery order
against an AIDPO basic would
be two days (a day to hit and a
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procurement cycle to make the
award), which is substantially
better than the 17-day ALT for a
normal PACE award above the
micropurchase threshold
($2,500). NOTE: Fast PACE
does attempt to make early
micropurchase awards beginning
four days after the PR issue date.
For the last three months,
nearly 75 percent of all AIDPO
delivery orders have a PR pro-
cessing time of six days or less.
By comparison, less than half a
percent of PACE awards carry a
processing time of six days or
less and those are micropurchase
awards only. As the program
matures, officials expect to con-
tinue approaching the AIDPO
goal PR processing time of two
days, with the exception of aging
PRs that are also picked up and
awarded by the AIDPO program.
With no impact on buyer
workload, AIDPO has reduced
purchase request processing time
and is considered a major con-
tributor to DSCC5 success in
meeting its SMS goals. As the
program matures, officials expect
to see positive impacts on other
DSCC key metrics such as logis-
tics response time and automat-
ed award volume. By improving
these metrics, AIDPO ultimately
results in increased customer sat-
isfaction, supply chain manage-
ment, supplier relationships and
inventory management. **
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Care of Wound
Improved at

Camp Arifjang

he Defense Reutilization
and Marketing Service
team works hard to
reutilize property and a
recent example from
Kuwait demonstrates
how this saves money, but more
importantly how this supports
our warfighters engaged in
Operation Iraqi Freedom.

Camp Arifjan's Troop Medical
Clinic in Kuwait treats soldiers
from the camp as well as some
injured soldiers from Iraq. The
clinic had an aging, portable X-
ray machine that was unreliable.
The unit's supply personnel
were tasked with finding an X-
ray unit capable of handling the
clinic's demands.

Since X-ray machines listed in
good condition did not appear
on the DRMS Web site, the team
went one step further and asked
the Defense Reutilization and
Marketing Offices to check if
any units anticipated turning in
an X-ray machine in good con-
dition. The DRMO at Mountain
Home, Idaho, located an X-ray
machine in exceptional condi-
tion. The machine was requisi-
tioned and shipped July 9. Just
two weeks later, the used X-ray
machine, with an original cost of
$45,000, arrived at Camp
Arifjan at no cost to the unit.

The machine is operational.
According to DRMS employee
Bryan Russell, the Camp Arifjan

i N

DRMS employee Bryan Russell
stands next to the much-needed X-ray
machine. Supply personnel at Camp
Arifjan have learned how to use the
DRMS Web site to secure other proper-
ty at no cost and are awaiting the
arrival of an EKG machine and optical
equipment.

X-ray technician is very excited
about the new machine and stat-
ed that it will dramatically
improve the quality of care for
soldiers fighting in Iraq and sta-
tioned at Camp Arifjan. Russell
is the lead contingency planner
currently serving a 4-month tour
in Kuwait.

Supply personnel look for-
ward to receiving more med-
ical equipment
Camp Arifjan supply personnel
are now fully trained on how to
acquire reusable equipment and
are anticipating the arrival of an
EKG machine and various
pieces of optical equipment.

As part of the Defense
Logistics Agency, DRMS pro-
vides Department of Defense
units with critical disposal serv-
ices for material no longer need-
ed for national defense. DRMS is
headquartered in Battle Creek,
Mich., and is responsible for
prollaert reuse (including
resale), hazardous property dis-
posal, demilitarization, precious
metals recovery and recycling
program support. %
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Norcross Safety Makes
Overshoes for
America's Finest

By Frank L. Johnson, Jr.
Defense Supply Center Philadelphia
Chief, Public Affairs Office

n license plates
throughout New
Hampshire you see
the slogan “Live Free
or Die.” And on mar-
quee signs “God Bless
America”, “Our Thoughts and
Prayers are With Our Troops”,
“Thanks to Those Who Wear
Our Uniforms” and other
patriotic sayings are displayed
in six and eight inch letters in
Central Corridor cities like
Concord, Manchester and
Merrimack.

But it’s at the Norcross Safety
Products plant — in Nashua,
just a few minutes from down-
town — where you'll find one
of the best examples of the
beauty of patriotism and work-
manship at its best. It’s here
where some 60 employees are
working at an accelerated pace
making black#inyl overshoes.

“We're making top quality
protective overshoes that can
help save lives,” said Brenda
Martinez, a button machine
operator at Norcross. “Our
overshoes—thousands and
thousands of them—are being
used around the world for
training and to help keep our
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warfighters safe.”

The overshoes that
Martinez is talking
about are a separate
but complimentarycomponent
of the Joint Service
Lightweight Integrated Suit
Technology protective clothing
ensemble. JSLIST, as it is more
commonly called, is designed
to provide the user with pro-
tection from the effects of
nuclear biological contami-
nants and toxic industrial
material in any form. They cost
about $14 a pair, and exclud-
ing size 19, comes in sizes
ranging from three to 20.

The Norcross facility is one
of just a couple of firms in the
United States still operating a

S A
for the military under contract with the

Defense Supply Center Philadelphia’s

clothing and textile directorate.

« Deborah
Lowrimar (right)
and Ron
McKechnie com-
pile data.
Lowrimar is the
human resources
and purchasing
manager at
Norcross Safety
Products, and
McKechnie is
Norcross’ plant
manager. The
Norcross facility
in Nashua, N.H.
makes black
vinyl overshoes

slush molding facility to make
shoes. Slush molding is a
process which uses a liquid
compound instead of pellets.
The mold is filled up with the
liquid and then dumped out.
Even as the focus of
America’s warfighters deployed
to Iraq was transitioning from
warriors to peacekeepers and
providing security, boxes of
overshoes were being finished
and readied for shipment to
replenish supplies. In a normal
year Norcross makes about
450,000 pair of overshoes.
Ron McKechnie said this was
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anything but a ‘normal’ year.

“In November [2002], we
got word that we’d probably
be asked to accelerate produc-
tionwofithe overshoes in
January,” said McKechnie,
Norcross’ plant manager:
“That gave us plenty of time
to get more people hired,
trained and ready. We went
from making 450,000 pair of
overshoes a year to about
109,000 every month. Our
work force really rose to the
challenge. The extra work also
was a welcomed boost to the
local economy.”

To the casual eye, the black
vinyl overshoes look similar to
the galoshes worn over shoes
during inclement weather.
Other than the fact that
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~ From left, Angel Maldonado and co-

: 48 workers shown working on the black
- vinyl overshoes made at Norcross Safety
Products plant. The protective overshoes
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are designed to provide the user with

they’re still being made
in the United States, its
what you can't see that

makes these overshoes

unique.

“What makes the over-
shoes different is the formula-
tion, the poly vinyl chloride
(the same,product used to
make things like raincoats and
shower curtains, and even
water pipes), and other spe-
cial chemicals that repels
chemical and biological
gases,” he said. “If you don't
have them on your feet you
don’t have full protection.

McKechnie gave the
Defense Supply Center
Philadelphia’s clothing and
textile directorate and
Norcross’ parent organization

protection from the effects of nuclear
biological contaminants and toxic indus-
trial material in any form.

in Rock Island, 11I., high
marks for its handling of the
acceleration ‘process prior to
the beginning of Operation
Iraqi Freedom. He said that
it’s satisfying being able to
contribute to America’s suc-
cesses in Iraq.

“Definitely. I've never been
in this situation where there
was an acceleration,” he said.
“It was a lot of work but we
always welcome the opportu-
nity to support America’s
warfighters anywhere else that
they might be. I'm proud that
we accomplished what we had
to do in a timely manner.”%*
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Partnerships Develop

For Improved
Readiness

By Scott Andreae

» Larry W. Jones, vice president
for customer support at Pratt &
Whitney military engines,
describes partnering objectives at

ance metrics,

Delfense Supply Center Richmond balanced the Senior Executive Partnership

Public Affairs Office scorecard, Round Table. (Photo by Scott
‘ , strategic sup- | Andreae) volume items,
ith goals of contin- plier which tend to be
uing to build and  gljiances. put on back

improve relation-

ships, move from

transactional con-

tracts to full part-
nering, and a focus on readiness
and performance management
to improve warfighter support,
the second Senior Executive
Partnership Round Table met
May 13 in Greenville, S.C.

Senior executives and man-
agers from the aviation industry;
Air Force, Navy and Army;
Defense Logistics Agency
(Defense Supply Center
Columbus, O[fwio; Defense
Su]?ply Center Philadelphia; and
Defense Supply Center
Richmond, Va.%; and Defense
Contract Management Agency
attended the meeting.

Defense Supply Center
Richmond Commander Brig.
Gen. James P. Totsch, USAE
reviewed the performance meas-
urements for the 14 manufactur-
ers that are in supplier teams.
“The supply system is seeking
availability, reliability and afford-
ability of spare parts,” Totsch
said.

“What we don't agree on is
how to achieve that,” he said.
“Through continuous dialogue
and alliance partnerships, we
can figure out how to achieve
the end state we all desire for
the warfighter.”

Round table participants dis-
cussed such issues as perform-
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performance-based logistics,
electronic commerce, contract
management, forecasting mod-
els, small business, Business
System Modernization, transfor-
mation and purchasing and sup-
ply chain management.

Two industry executives gave
their perspectives on strategic
supplier alliances: Stephen D.
King, manager for emerging pro-
grams at Boeing, and Larry W.
Jones, vice president of cus-
tomer support at Pratt &
Whitney military engines.

Industry should look at how
other companies operate, King
said. “Its competition, but it cer-
tainly works toward a common
goal,” he said. Boeing programs
such as the C-17 and F-18
Super Hornet share assets, said
King.

Pratt & Whitney’s partnering
ob[]'ectives include providing best
value, reasonable return on
investment, improving relation-
ships and paving the way for
future efforts, Jones said.
“Lowest price doesn't always
equate to best value,” he said.

Totsch wants to create long-
term contracts for items that
have high annual demands. “I'd
like to get out of the business of
stocking these and get you in
the business of stocking them,”
he said to the industry represen-
tatives. Doing so will allow DLA
to devote more resources to low-

order for a long time.

“We've got to get a win-win-
win situation where the four
players are the original equip-
ment manufacturers, DLA, the
military services and small busi-
ness,” Totsch said. “We histori-
cally have only done partner-
ships on fielded systems when
we're in a crisis and forced to do
so. We can do it all the time.”

To that end, the Navy, Army,
Marine Corps, Air Force, DLA
and Boeing agreed to partner
under the auspices of an alliance
to develop a performance-based
plan across the F-15, F/A-18,
CH-46 and CH-47 weapon sys-
tem platforms.

“The exchange of ideas and
thought-provoking discussions
are invaluable as we continue to
build strategic relationships,”
said Al Sligh, chief of strategic
alliance managers at DSCR. The
four strategic alliance managers
on Sligh’s staff met with the sen-
ior executives and managers to
discuss Round Table topics
related to the efforts being
worked between the strategic
alliance managers and industry
partners.

Lockheed Martin Aircraft and
Logistics Centers hosted the
Greenville meeting. The Round
Table meets again in November
2003 in St. Augustine, Fla.,
hosted by Northrop
Grumman. <
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AMERICA LOGISTICS TOOLS SUPPORT
LATVIAN FORCES IN IRAQ

By Tim Hoyle
Defense Logistics Information Service
Public Affairs

hen Latvia pro-
vided its support
to operations in
Iraq, American
logisticians prac-
tically lent them the shirts off
their backs to help them adapt
to their new environment.
Since their forces do not usual-
ly need desert
camouflage uni-
forms, the
Latvian National
Codification
Bureau (NCB)
requested U.S.
assistance in
locating items of
camoulflage battle
dress such as
coats, trousers,
and the floppy,
wide-brimmed
“boonie hats.”
Technicians at the
Defense Logistics
Information
Service (DLIS), in
Battle Creek,
Mich., used their
cataloging expert-
ise to quickly
locate the stock numbers for
the desired items. A contin-
gency plan calls for U.S. Army
forces in Iraq to provide this
type of equipment, especially
since the Latvians have noth-
ing comparable in their nation-
al inventory.

The support DLIS personnel
provided was part of their mis-
sion as the U.S. National
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Codification Bureau to offer
codification and liaison servic-
es to North Atlantic Treaty
Organization countries and
other allied nations on items
produced in the United States.
Their expertise in the Federal
Catalog System — which also
serves as the foundation of the
NATO Codification System
(NCS) — gives DLIS personnel
the added role as the U.S. NCB
and representative to NATO

~ The uniforms provided to Latvian forces are similar to
the camouflage clothing worn by this U.S. Marine shown
atop his Light Armored Vehicle 25 providing security in

support of Operation Iraqi Freedom. (U.S. Army photo by
Staff Sgt. Terence L. Brown)

codification panels and task
groups. This means they also
provide cataloging services on
all matters related to interna-
tional codification, support
allied nations in their estab-
lishment of NCS-compliant
cataloging systems, and offer
training to NATO members
and sponsored nations regard-
ing American and NATO codi-

fication methods.

As part of the Defense
Logistics Agency, DLIS
employees create, obtain, man-
age and integrate data from
several sources. They share this
data through user-friendly
products and services such as
the Logistics Information
Network and the multilingual
compact disc that support
logistics operations throughout
the Defense Department, allied
and coalition
operations, other
federal agencies
and elements of
the private sector.
Their expertise in
cataloging and
information man-
agement makes
DLIS personnel
Important con-
tributors to elec-
tronic commerce
between the U.S.
government and
its many suppli-
- ers. For addition-
al information,
visit
www.dla.mil/dlis
or call 269-961-
7015.

DLA provides
supply support, and technical
and logistics services to the
U.S. Military Services and to
several federal civilian agen-
cies. Headquartered at Fort
Belvoir, Va., the Agency is the
one source for nearly every
consumable item, whether for
combat readiness, emergency
preparedness or day-to-day
operations. %
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Organization to
work closer with
customer, future
planning

By Mike Ward
Defense Supply Center Columbus

n an effort to work closer with

customers and increase its abil-

ity to Ehrovide the right item, at

the right time, at the right

price, the Defense Supply

Center/Columbus, Ohio,
Land-Based Weapon Systems Group
has created a new organization.

According to Col. Milton Lewis,
USA, director of the DSCC Land-
Based Weapon Systems Group, the
new unit is similar to units in DSCCs
Aerospace and Maritime weapon sys-
tems groups, but the Land-Based
Weapon Systems Group version is a
unit within the customer-facing unit.
The change will affect 46 of the
groups associates.

“We're moving over supply ana-
lysts, various and different legacy
positions to build this customer-fac-
ing collaborative planning effort,”
said Lewis, who added that the job of
this organization is to do collabora-
tive planning for the Land customers.
“This unit is a conduit, a communi-
cations conduit, to identify customer
requirements.”

He explained that the new unit
takes those support requirements
and turns them into plans of action
for the inventory control points to
execute.

“For example,” said Lewis,
“Anniston Army Depot, as a cus-
tomer, gives us its requirements. We
then in turn analyze those require-
ments, come up with a plan of action
to fulfill those requirements and then
put that action in motion through
out DLA [Defense Logistics Agency].
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It will not only be a DSCC action, but
also a Philadelphia, Richmond and
DDC [Defense Distribution Center]
action as well.

“Part of the Land Customer
Operations Unit mission will involve
triaging customer requirements; shap-
ing them to insure the pr%per organiza-
tion in DSCC, or DLA wide, under-
stands the request; and collaborating
with all concerned to meet the particu-
lar need,” said Lt. Col. Jeffrey Gamber,
USMC.

“Often as we talk about customer
support, the first step in customer sup-
port is, you have to go out and talk
with the customer,” said Lewis. “One
of the primary roles of the customer
operations unit is to listen to the cus-
tomer rather than devise what we
think will be the requirement.”

“We've always had dealings with our
customers, but never have had a group
focused specifically on them,” sai
Steve Searcy, deputy director of the
Land Weapon Systems Branch. “Our
weapon (siystem support managers have
interfaced with them, item managers
and corps team chiefs and support sys-
tems have had some communications,
but never a formalized or established
group who've been chartered to go

irectly to the customer, bring back
that information, consolidate it and
come up with an action plan.

“Historically the way we've deter-
mined what our customer needs were,
was to look at the historical demand,
project what our buys are and we just
roll that out,” said Searcy.

“We expect to have better communi-
cation with the customer, so we'll be in
better shape to know what the cus-
tomer needs, as opposed to looking at
historical demands.”

The official standup of the unit
began in March, but had to be delayed

because of Operation Iraqi Freedom.
Lewis sees no hurry to rush this effort.

“One of the challenges facing us is
coordinating the many communication
and coordination links that need to be
put in place,” said Lewis. “First is how
customer ops relates to the weapon
system support managers. The other
one is how the customer operations
relate to our customer support repre-
sentatives who are actually on-site.”

“By knowing our customer better,
we're going to be in a better position to
utilize DLA resources to the maximum
benefit of our customer,” said Lewis.
“We'll have an increased confidence
we're buying the right item and we're
going to have an impact on his ability
to go to war.”

Lewis said that the major change he
sees as a result of the new organization
is the ability to have more information.

“I expect to know more things about
the customer than we have betore,”
said Lewis. “Our customer’s world is
changing, as we all know, from peace-
keeping, back to a war posture and
baCE to peacekeeping efforts. Our abili-
ty to react to all of that is really going
to be the key.”

“If our demand goes along and sud-
denly peaks, most of our systems plan-
ning doesn' react to demand,” said
Searcy. “If the demand stays level and
we keep buying, our supply availability
and those things will remain in good
shape -- backorders will remain down.
We're obviously not funded for 100

ercent supply availability. The prob-
em is, when demand goes up you've
been planning one way and something
like Iraqi Freedom occurs you have to
change. Right now we don' see the
surge in demand until it hits us. But it
takes a lead-time to go out and buy
this product, ship it and put it in stock
to fill backorders. What the customer
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By Mike Ward
Defense Supply Center Columbus

ow far can you operate
a Humvee without a
fuel tank?

Last May, Defense
Supply Center
CoIl)umbus, Ohio, Land
Weapon Systems Group associ-
ates, supporting the Army’s
Humvee, or Hi]gh Mobility Multi-
purpose Wheeled Vehicle, had to
ask that question.

The answer, of course, is not
very far, and the group realized a
creative solution had to be
found for some 75,000
Humvees needing replace-
ment fuel tanks. When the
new A2 fuel tank was devel-
oped, the manufacturer
destroyed the tooling of the
original tank.

“Unfortunately, the new
version A2 fuel tank won'
fit the older basic and Al
model Humvees without
vehicle modifications,” said
Barb Robertson, a DSCC
weapon systems manager.
“We turned to the folks in
our value engineering proj-
ect team to develop a con-
tinuing source of sup}i)ly for
the required basic fue
tank.”

- For more information
contact Col. Gamber at
Jeffrey.Gamber@dla.mil, or
614- 692-2375, or DSN 850-2375.

With help from
the Maine National
Guard, and an
Army Reserve unit,
and a measure of
persistence with
the vendor, the
development of a
new source was
soon accom-
plished.

According to
Robertson, a proto-

-~ For more information call Barbara
Robertson at 614-692-1638 or DSN 850-1638 or e-mail at
Barbara.Robertson@dla.mil.

For prices and other product infor-
mation, contact the DSCC Customer Contact (Call)
Center at 614-692-2271, or 614-692-3191, Fax

614-692-1374 (DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil.
Product information is also available online at WebCATS
at www.dscr.dla.mil/procurement/CATS/cri.htm
<http://www.dscr.dla.mil/procurement/CATS/cri.htm>.
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Ay Reserve, Guard
Work With DSCC to
New Fuel Tank

Humvee Problem Solved Through Teamwork

type was developed by March
and DSCCs neighbors at the U.S.
Army Reserves 758th
Maintenance Battalion in
Whitehall, Ohio, agreed to assist
in the project. Chiet Warrant
Officer 3 J. Dewijn agreed to do a
fit test of the tanI]<.

The tank, made of high density
polyethylene material, passed ini-
tial tests and by April, the first
tanks were shiﬁped from the ven-
dor to satisfy the growing number
of backorders.

“Based on the successful results
of the fuel tank temperature and
impact tests, the HDPE material is
acceptable for use in the
HMMWYV AQ/A1 configuration,”
said Tank and Automotive
Command engineer Brian
Kachadurian. “The tanks that
DIA is currently holding may be
released to the supply system.”

“Based on the d%velo ment of
this new source (NSN 2910-01-
189-4770), we feel we have saved
the Army about $1,200 in main-
tenance costs per vehicle by not
using the A2 version in the basic
Humvee,” said Johnson. Use of
the A2 version in the basic
Humvee required several vehicle
modifications, but the new tank
meets form, fit and function
requirements without modifica-
tions. Early this summer, the tank
passed temperature and impact
tests and were deemed acceptable
for use in the HMMWYV an
AO/A1 configurations.

“Due to the combined efforts of
our DSCC folks, the Army
National Guard, Army Reserve
and the new vendor, DSCCs
Humvee customers don't have to
contemplate that troubling ques-
tion, ‘How far can you operate a
Humvee without a fuel tank,”
said Johnson. ¢
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By Jim Katzaman
DLA Public Affairs

orale “shot through the
roof” July 4 when the
First Marine Division in
far-off Traq dug into a
steak-and-lobster meal
that was “mind-blow-
ingly good,” thanks to the Defense
Logistics Agency Contingency
Support Team in Kuwait.

t. Jason A. Hill and the rest of
his ﬁivision welcomed the change
from the Meal, Ready-to-Eat an
Heat and Serve rations served daily
during the thrust of Operation Iraqi
Freedom. The Marine then beat a
path to his email, sending praise to
the DLA team while the treat was
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fresh on his mind.

“Let your guys know the meal
we had on the 4th really shot
morale through the root,” Hill
wrote. “It was almost like being at
home. I sure enjoyed it. We had
been eating tray rats [rations] and
MREs since March. There were a
lot of happy Marines, sailors, sol-
diers an(:Fl) I?oreign coalition forces
that day.

“The food we received on the 4th
was awesome,” he said. “The steak
and lobster were absolutely mind-
blowingly good.”

Then he closed with a note
aimed for the people who arranged
the meal: “Please let your DLA guys
know that we appreciate their hard
work and efficiency.”

DCST-Kuwait Commander Lt.
Col. William J. Gibson received
Hills email and forwarded it up the
chain of command. “Its important
to share this ‘success’ with all in
DLA because the collective efforts
of many in DLA resulted in thou-
sands and thousands of thousands
of happy warfighters,” Gibson
wrote.

Indeed, DLA and its vendors
served 160,000 men and women
stationed in Iraq that day; allotting
more than $1 million to serve two
meals: hamburger at lunch and
steak for dinner, along with extras
such as lobster with side orders
and condiments.

“It was a full meal, no doubt
about it,” said Richard Faso, chief
of the Operational Rations
Business Unit at Defense Supply
Center Philadelphia, Subsistence
Directorate, which helped orches-
trate the just desserts in the desert.

The Fourth of July servings were
definitely special, Faso said,
describing weeks of planning and
preparation. The main ingredients
included Unitized Group Ration
Option A Dinner 4, the hamburger
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« Corporal Roy Mena, an armorer with
Headquarters and Supply Company, 3rd
Battalion, 5th Marines, from Los
Angeles, tends the grill July 7, 2003,
for the rest of Camp Get Some, Iraq.
The steaks were for a late Fourth of
July celebration for the Marines, who
are stationed near Ad Diwaniyah.
(Photo by Sgt. Troy Chatwin, USA)

meal. Dinner 7 was steak. Option A
designates frozen meals to be prepared
and served as home-cooked, even half a
world away from loved ones.

The logistics were even more
involved as the delivery vehicles were
configured to provide all of the ele-
ments of the Fourth of July feast, 6,400
modules — enough to feed 160,000
people twice — along with other line
item A5 to supplement the meal, had to
be shipped in theater in time to let
every coalition member in Iraq have a
memorable Independence Day.

Faso and the rest of Subsistence had
little time to savor their success on the
battlefield. In June they started working
on the requirements for Thanksgiving
and Christmas meals in Southwest Asia.
Rather than just Iraq, this time meals
will be prepared for troops stationed in
Kuwait as well.

Once more DLA will work with ven-
dors to prepare and deliver thousands
of holiday meals, leading to increased
morale and quality of life. **

~ Members of the DSCC Land FMTV team include (from
left): Bob Turner, Kathi Morouse, Leslie Smith, Clara
Blanton, Phil Neal, Mike Burdsall, Alicia Hayden, Diana
Richey, Bruce Faul, Natalie Alter. Not pictured: P.J.
Hogan, John Walker, Brett Rippl, Mary Jo Coffey and Barb

Robertson.
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TACOM,
lees
Recognize
DSCG

FMTV Support Efforts

By Mike Ward
Defense Supply Center Columbus

ol. Robert B. Lees Jr.,

USA, project manager

of the Family of

Medium Tactical

Vehicles at the Army’s

Tank-automotive and
Armaments Command in
Warren, Mich., met with his
team one more time prior to his
recent retirement. It was his final
program Overview.

Lees recognized contributions of
his staffs and the Defense
Logistics Agency to FMTV sup-
port.

“DLA and DSCC are key com-
ponents of the FMTV support
and sustainment and [ just want
to thank each and every one of
them for their superior and end-
less support,” said Lees.

“In their [DLA] effort to be a
seamless organization, DSCC
! [Defense Supply
Center
Columbus], with-
out a doubt,
stands heads and
shoulders above
all others in their
l support to the

FMTV Program,”
added Lees. He

also presented a
plaque to DSCC
and its Land-
Based Weapon
Systems Group
for their team-
work.

“It was a pleasure
for me to repre-
sent Land and
DSCC,” said
Shawn McKinney,

el
iy

~ DSCC manages
more than 3,100

NSNs for the U.S.
Army’s Family of

former Medium Tactical
FMTV Vehicles.
weapon sys-

tem support manager. “Our suc-
cessful support to the FMTV
program and the FMTV commu-
nity is truly a DSCC effort.
DSCCs FMTV support has been
centered with the past and cur-
rent dedicated members of the
DSCC Medium Transport
Vehicle Corps team. But, the
DSCC support includes hard
work from Land’s Emergency
Supgly Operations Center,
Lands Tailored Support Unit
buying and contract administra-
tion teams, DSCCs Commodity-
Based Applications Group Base
Contracting team personnel and
DSCC5s Procurement Group cor-
porate contracting and contract
administration award personnel.
They all are the folks that made
DSCCs efforts so successful.
Colonel Lees thanks them all for
their support.”

DLA manages 7,608 National
Stock Numbers in support of the
FMTV, of which 3,155 are man-
aged by DSCC. The FMTV is the
Army’ current line of medium
tactical-wheeled vehicles, which
replaced the aging two and a
half-ton, and ‘gxlie—ton trucks.
About 17,000 EMTVs have been
fielded, with the final number to
exceed 80,000 trucks during the
next 25 years.

Additionally, Lees singled out
three DLA associates --
McKinney, Barbara Robertson,
the current weapon system sup-
port manager, and Gretchen
Keller, one of the two Customer
SupRort Representatives located
at TACOM -- for outstanding
individual support. %
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Virtual
Intera
at DLIS

he Defense Logistics

Information Service

(DLIS), in Battle Creek

Mich., invites you to

Meet “Phyllis” ... our
Virtual Representative! If you
need help finding information or
would like to ask Phyllis a ques-
tion, just go to our Web site
(www.dlis.dla.mil/) and click on
her picture.

Technical Information®
about our Virtual
Representative Project
“Phyllis” (a name derived from
the FLIS - the Federal Logistics
Information System) is the
Defense Logistics Information
Services Virtual Representative
Project which, simply stated,
provides a 24- hou1L
channel for a Web
to receive info
data using a br
ral language Inte
Project uses commereic
shelf (COTYS) software ¢

Slte custo
l % |

adxace ™
-

p-n

1ed

with a scripted capture of knowl=

edgeable answers from Agency
subject matter experts. The capa-
bility of the Virtual
Representative directly navigates
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a customer to content

tone of their questions,
thus reducing search

n

layering of information.

Another novel technique is con-

nection of the Virtual

Representative to back-end data-
bases for extraction of data and

presentation of the answer

through an automated brokering

of the technical process. This
separates the complexity of a
structured query process from
the customer’s desire to s1mpIy
find information or data:”

The DLIS Virtual
Representative synthesizes ele-
ments of Artificial Intelligence

. (pattern matching), the science
- of linguistics (reduction of any

question or statement to the
simplest subject-noun-verb
form), Web services (active
serveq-pages) and messagmg
(typing a reque
D ombmes
V] 1!.'- nti .' 3

Wi '.;_.‘ of

S|

* 'C R, the DI IS#
Representative delivers cus-
tomized responses based on

the type of customer questions

and DLIS business objectives

based on the nature and

times and eliminating the

o1 ‘chat’)
e apphca'tp)n

IR e —

and rules. Phyllis, the DLIS
Virtual Representative,

Increases a customers options
when seeking information or
answers to questions using cre-
ative and innovative instruments
that can be added to your cus-
tomer outreach repertoire.
Virtual Representatives provide a
more robust capability to track
customer interests than tradition-
al Web measurement tools.
These tools provide the means to
examine each and every cus-
tomer interaction to distinguish
trends, improve content, and
identify opportunities to extend
the range of the knowledge base
based on customers’ self-
described needs. In the past two
years, Phyllis has answered over
80,000 requests for information,
with 87 percent accuracy. %
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A Hassle-Free Sovice
{or Hhose "Unansmerable”
Questions

he Tailored Data
Products (TDP) Team
at the Defense
Logistics Information
Service (DLIS), in
Battle Creek, Mich., strives
to be the first resource that
comes to mind when cus-
tomers require specialized
Federal Logistics
Information System (FLIS)
data. They are a “one-stop-
shop” for information solu-
tions. While not the only
information resource in the
organization, the TDP Team
has the ability to expertly
handle a variety of unique
logistics information
requirements. They offer
an efficient and effective
process for fulfilling data
needs, and can provide
customized data in a quick
and hassle-free way.
TDPs are designed to the

specific needs of government

customers, available in a
variety of output media.
Response time is less than
20 days, 99 percent of the
time. The cost of TDPs is
covered under service level
billing, so payment hassles
are eliminated. Requests are
prioritized by immediate
need to help customers meet
deadlines. Tailored data
products may be provided
on a cyclic basis, allowing
customers to receive infor-
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mation at specific time-
frames without providing a
new request. The TDP Team
is made up of experienced,
dedicated, knowledgeable
staff. They are able to assist
customers by offering addi-
tional options or sources of
data to simplify tasks and
accomplish requirements.
TDPs provide a personalized
service
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and solution to your logis-
tics information needs.
When you have a “You've
got to be kidding!” question,
DLIS says “No Problem!
You need a TDP!”
More Information..
TDPs are extracts of data
from the Federal Logistics

®

Information System (FLIS),
Central Contract Registry
(CCR) and other systems.
The FLIS contains compre-
hensive cataloging data on
all the items of supply pro-
cured by the federal govern-
ment. The CCR contains
information about contrac-
tors doing business with the
federal government. The
TDP Team will customize
the TDPs according to the
specific needs of government
customers. Based on cus-
tomer requirements, com-
plete cataloging and sup-
plier data or any part of it
can be extracted and pro-
vided on various forms of
output media. Working
closely with the customer,
the TDP Team will jointly
determine your data, for-
mat, and output media
requirements.
The Defense Supply Centers,
military services, civilian

- _ agencies, other
Latfored 1o meet your needs Department of Defense

affiliates and foreign gov-
ernments are among the
users of the TDP program.
The type of information
available includes
Identification Data, MOE
Rule Data, Reference
Number Data, Item
Standardization Data,
Management Data, Coded or
Decoded Characteristics
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Sovnrce by customers.

Data, Commercial and
Government Entity (CAGE)
data and CCR data. Data
obtained through the TDP

variety of functions, such
as:

. Technical support for
various special projects
such as price validation. ,

- Program reviews,
such as the Defense
Logistics Agency
Demilitarization
(DEMIL) program.

- Studies such as
item reduction
studies, engineer-
ing studies and
cataloging he
upgrades. s

- Creating, :
updating and
validating
databases
maintained

- To learn \
more about TDPs, visit

www.dlis.dla.mil/tdp.asp. You
may contact them directly at (DSN) 932-4480,
or Commercial 269-961-4480. E-mail
requests to extracts@dlis.dla.mil. Send fac-
simile (FAX) requests to DLIS-VPO at (DSN)
932-4948/4983 or Commercial
269-961-4948/4983.

Or mail requests to:
Commander
Defense Logistics Information Service
ATTN: DLIS-VPO (Extracts)
74 Washington Ave. N, Ste 7
Battle Creek, Ml 49017-3084

.....
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Output can be provided to
weslions include specific data ele-
ments or segmented data.
The various forms of output
media available are: 3 1/2
inch Diskette, 4 millimeter
tape, 8 millimeter tape,
program is used to support a 3480 cartridge, CD-ROM,
Digital Video Disc (DVD), e-
mail and FTP. «*

he week of Aug. 26-30, 2002
was very busy for the Defense
Supply EXpert (DESEX) pro-
gram management team when
they hosted a Source Selection
Evaluation Board (SEB) meeting at the
Defense Logistics Information Service
in Battle Creek, Mich. DLIS. The goal
of the board was to improve DESEX’s
telephone functionality, upgrade to the
latest technology in telephony, and
centralize the processing system while
being compliant with Defense Logistics
Agency headquarters information tech-
nology solutions. Representatives from
DLA headquarters; DLIS; Defense
Automatic Addressing System Center;
Defense Supply Center Philadelphia;
Defense Supply Center Columbus,
Ohio; Defense Supply Center
Richmond, Va.; Army, Navy and the

D L A (/6/" fé@

Customer
Assistance

Handbook

he DLA Customer Assistance
Handbook now has a centralized
E-mail address for submitting
Editorial Comments, Suggestions,




Air Force attended the
meeting. The board
evaluated several con-
tract bid proposals to
determine the best value
for the government.
Additionally, the most
important advantage was
to obtain best of breed
technology at each sys-
tem layer and to permit
the ability to easily

and/or Feedback. No longer do
you need to know “who’s who at
DLA” to send in your Handbook
comments. The address is:
handbook@dla.mil

The e-mails sent to the
Handbook mailbox will be
reviewed and answered by the
Handbook editor and other
DCSO-B staff members. Please

note: Handbook Subscriptions will
continue to be handled by the
DLIS Subscriptions Team at: sub-

scriptions@dlis.dla.mil (Kristina
Larson, DCSO-B, 703-767-3399,
kristina.larson@dla.mil).

upgrade the different compo-
nents without a major overhaul
of the complete system using
new tools built into currently
available commercial off-the-
shelf technologies. The contract
was awarded to MANTECH,
Inc. in November 2002. Start
up of the Virtual DESEX is
scheduled for October 2003.
DESEX basically mimics
the operations of a call center.
DESEX is a Web, e-mail and
interactive voice recognition
and touch-tone telephone key-
pad entry system. It serves as a
supply requisition and inquiry
system that allows Department
of Defense customers the flexi-
bility to independently process
supply transactions without
human intervention, 24 hours

VIRTUAL DESEX

SOURCE SELECTION EVALUATION BOARD MEETING
AUGUST 26-30, 2002
BATTLE CREEK, MICHIGAN

a day, 365 days per year. In
2002, DESEX received over
800,000 DLA calls and over
380,000 calls for the different
military inventory control
points. This relieved the DLA
contact center and the military
Inventory Control Point call
center representatives to work
on more complex DoD calls. In
addition, DESEX processed
over 4 million e-mail requests
and 760,000 Web requests for
information.

The functions DESEX pro-
vides include check status of
requisitions, check stock avail-
ability, submit new requisi-
tions, modify requisitions or
connect customers with contact
center representatives. %
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FED L. O Enhancement

Effort

he Federal Logistics

Data on Compact Disk

(FED LOG), a logistics

information system that

allows users to retrieve
information from the Federal
Logistics Information System
(FLIS) and service specific
databases quickly and easily,
has added photographs to its
growing list of enhancements
during fiscal 2003. Currently
with 300,000 users and a
monthly mailing of 37,000
CD-ROMS, FED LOG com-
bines the power of personal
computers with advanced stor-
age technology of CD, DVD
and the Internet.

By adding photographs to
FED LOG, customers will now
have the ability to make sure
that the item that they want to
order matches the National
Stock Number (NSN) that they
have. In some cases, searching
by photographs alone will
assist customers in locating the
specific NSN for the item that
they need to order.

FED LOG provides cus-
tomers with a multitude of
options in which they can
research items. Customers
have the capability to search as
follows:

- Cross-reference part num-
bers and stock numbers

- Identify suppliers of an
item

- Get management data for
procurement, requisition,
storage, issuing and logisti-
cal decision making

- Determine the right freight
standards

- Obtain service-unique
logistic information
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- Search for an item based
on what it looks like, is
made of, and other charac-
teristics

- Run massive amounts of
data on compact media,
making it easier to handle,
ship, update and search
products.

Like a tool box, FED LOG
provides customers with all the
necessary tools so that they
can order any item that they
need. FED LOG has added
another feature to its tool box
in which customers can search
by the name of the item. FED
LOGS new Drawings Extractor
allows customers to search for
an item by using the item
name browser. Type in the
item name and a photograph,
if available, will appear. The
customer can also look up the
NSN of an item and if a photo
is available, can click on the
drawings icon and the photo
will appear.

FED LOG continues to
change and make enhance-
ments to help the customer.
Enhancements to the FED
LOG come out almost month-
ly.

As FED LOG has changed,
so too has the typical user
environment. Virgil Akins,
FED LOG Program Manager

Supports
Warfighter

noted. “We estimate each of
those 37,000 FED LOG sub-
scriber updates sent out
monthly is actually being used
by 7 to 8 individuals over
Local Area Networks (LANSs)
within defense logistic environ-
ments worldwide.”

As part of the Defense
Logistics Agency — a logistics
combat support agency that
provides supplies and services
to America’s military forces
worldwide — the Defense
Logistics Information Service,
located in Battle Creek, Mich.,
is a leading logistics informa-
tion broker for the Defense
Department. Its employees are
involved in the creation, man-
agement and dissemination of
logistics information to mili-
tary and government cus-
tomers using the latest tech-
nology.

Various types of free train-
ing for FED LOG users is
available worldwide. %*

-~ For training or
additional information
about the system, visit

www.dlis.dla.mil or call
1-800-351-4381.
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DLIS Provides
Pictures
for NS

he Defense Logistics
Information Services’
mission is to manage the
Federal Cataloging
System for the Armed
Forces. All military supplies
and equipment, from bolts to
nuts, supporting fighter jets and
ships are listed and described in
the Federal Logistics
Information System (FLIS).
FLIS plays a vital role in the
supply chains that help support
our nation’s fighting forces.
DLIS does not store these criti-
cal items, but we do provide
critical logistics information on
over 7 million active National
Stock Numbers (NSNs). The
Armed Forces, North Atlantic
Treaty Organizations (NATO)
and private industry use infor-
mation from FLIS to support a
variety of missions including
supply, maintenance, and trans-
portation.

DLIS provides a TN3270
emulation access to the ‘live’
FLIS database through a system
called the Logistics Remote
Users Network (LOGRUN).
LOGRUN provides a variety of
inquiry systems to different
types of FLIS data. The pri-
mary tool used to query items
of supply is Logistics On-line
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Access
(LOLA). It
has been in
existence for over 15
years. As technology
evolved, DLIS developed a
Graphical User Interface which
provides point and click navi-
gation to the FLIS database. It
also allows users to cut and
paste, or save output as a text
file. The software is free to all
government personnel.

The latest evolution of FLIS
access is WebFLIS. It currently
provides a subset of FLIS data
at this time. DLIS is in the
process of migrating to a new
HP Oracle platform which will
allow us to make all FLIS data
available via the Web. There
are currently three different
WebFLIS query options. The
restricted query requires a user
id/password; the public query
provides a cross-reference
between NSNs/Part Numbers
(PNs); and a Business System
Modernization query that
focuses on only those NSNs
associated with BSM.

The users who are interest-
ed in receiving segmented data
via the Web can use the

Restricted/Sign-
on version of
WebFLIS. The Restricted/Sign-
on version requires a valid user
id/password to access the sys-
tem. User ids may be obtained
by filling out a registration
form. The registration forms are
found on the DLIS Web site at
www.dlis.dla.mil. After access-
ing the Home Page, go into the
Forms and Publications section
and select the registration form
for WebFLIS. There are two
forms available - one for gov-
ernment workers and one for
government sponsored contrac-
tors.

Searches in the
Restricted/Sign-on version
include:

- NIIN
.- CAGE Code (hyperlinks to
the BINCS page)
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DLIS Provides
Pictures for NSNs!

- Part Number
- CAGE Code/Part Number
combination.

Only the NIIN, Part
Number and CAGE Code/Part
Number combination inquiries
provide the related NSN data.
The CAGE Inquiry hyperlinks
to Business Identification
Number Cross-reference System
(BINCS) and provides the cur-
rent CAGE information, Central
Contractor Registration (CCR)
information, Universal
Directory of Commercial Items
(UDCI) information, and Joint
Certification Program (JCP)
information.

The user may select differ-
ent output views for the
restricted/sign-on version.
Currently, FLIS output views
include:

- Identification Data

- Basic Reference Data

- Management/Phrase Data

- MOE Rule Coded Data

- Reference/Part Number Data
- Standardization Data.

After DLIS migrates to the
HP Oracle platform, all FLIS
data views will become avail-
able. There is both Current
and Future Effective dated FLIS
data available, similar to the
FLIS data that users currently
view in LOGRUN or GUI
LOLA.

Additional output options
will be available in the future.
There is also an option for
Weapons Systems Data.
Weapons Systems Data is
restricted to authorized Air
Force users only. There is a sec-
tion on the registration form
that Air Force users must com-
plete. There is a control point at
Wright-Patterson AFB, Ohio
who authenticates the users.
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The
Restricted/Sign-on
version of
WebFLIS is now
displaying pictures
for associated
NSNs. These are
representative pic-
tures only of the
item of supply. As
they are a generic
representation,
they may not look
exactly like the
item of production
the user may
receive in response
to a requisition. If
an NSN has a pic-
ture available, it
will be displayed
on the WebFLIS
NIIN Output Data
screen in a
“thumbnail” pic-

ture. The user may
click on the pic-
ture for an enlarged version of
the picture. Eventually these
representative pictures will also
be available on the Public
WebFLIS site. There are cur-
rently over 21,000 NSNs with
pictures included. For more
detailed information, please
refer to the Frequently Asked
Questions section on the
WebFLIS Home Page. Pictures
are being displayed only in the
Restricted/Sign-on version at
this time. To obtain a user
id/password, please fill out the
WebFLIS Registration Form
located at
http://www.dlis.dla.mil/forms/
forms.asp

WebFLIS was primarily
developed due to the increased
demand from contractors trying
to do business with the govern-
ment. DLIS developed an
interactive Web site that allows
contractors to query by Part
Number or CAGE Code/Part

Number to determine if there is
an NSN assigned. This public
Web site also allows inquiries
by NSN to view any
Commercial and Government
Entity (CAGE) Codes/Part
Numbers recorded against it.
There is a hyperlink from the
WebFLIS page to the BINCS.
BINCS provides the current
CAGE information, Central
Contractor Registration (CCR)
information, Universal
Directory of Commercial Items
(UDCI) information, and Joint
Certification Program (JCP)
information. There are also
hyperlinks to provide the full
Item Name and Item Name
Definition. The Reference
Number Variation Code
(RNVC) and Reference Number
Category Code (RNCC) for
each CAGE Code/Part Number
are also provided.

Contractors who do not
have contracts with a govern-
ment sponsor can use this Web
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1l customers of Defense Su
lowing soy milk products

site to research the Federal
Logistics Information System
(FLIS) by NSN, Part Number,
CAGE Code or CAGE
Code/Part Number combina-
tion. As a result of this Web
site, contractors may experience
improved logistics decisions
prior to award of government
contracts.

Check out the Web site at
http://www.dlis.dla.mil/WebFlis
/default.asp

The BSM Query allows
Business Systems
Modernization (BSM) vendors
to search by National Stock
Number (NSN) or Federal
Supply Class (FSC) to see if
they are part of the BSM
Release One effort. A search
against an NSN will retrieve a
list of associated Part
Numbers/Reference Numbers
and Commercial and
Government Entity (CAGE)
Codes. A search against an FSC
will retrieve a list of associated
NSNs and Item Names.

There are also links to the

ave been approved for purchase:

Supplier Information Resource
Center (SIRC) and Customer
Relationship Information
Center on the BSM search page.

WebFLIS also provides
hyperlinks to GSA Advantage,
DoD EMALL and Army
Electronic Product Support
(AEPS) to help reduce the logis-
ticians” time and effort in
research and ordering.

DLIS is constantly trying to
improve the ease of obtaining
essential FLIS data for both
contracting and government
logisticians making critical deci-
sions! %

~ For additional
information POC:
Barbara Marble, DLIS-
VPO, DSN 932-4627,

Commercial 269-961-4627,
Julie Evans, DLIS-VPO,
DSN 932-4698,
Commercial 269-961-4698.

11’?ply Center Phﬂadethla (DSCP) Subsistence are advised that the fol-

8910-01-506-5239  MILK ALTERNATIVE, SHELF STABLE, soy, vanilla, fortified
8910-01-506-5245  MILK ALTERNATIVE, SHELF STABLE, soy, chocolate, fortified
8910-01-506-5249  MILK ALTERNATIVE, SHELF STABLE, soy, strawberry fortified

All of the above are 1/2 (8 fl 0z) containers
of UHT aseptically processed and packaged,
containing calcium and vitamins A,C,D and
BI12.

You are encouraged to direct all requests for
soy milk to your local Prime Vendor if require-
ments are minimal. If you believe you will
have significant and/or recurring requirements
for soy milk, we ask that you contact Barbara
Selander, Inventory Management Specialist,
Operational Rations Business Unit, at
215-737-4360, DSN 444-4360,
Barbara.Selander@dla.mil to discuss long-term
contracting for the soy milk, similar to our
contracting vehicles for UHT milk. These
long-term contracts can result in considerable
price savings. %*
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NOTICE!

SOY
| MILK
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at DSCC Nets Lower
to Customers

By Debi Hybert
Defense Supply Center Columbus
Public Affairs Office

he relationship between

the Defense Supply

Center Columbus,

Ohio, branch of the

Defense Logistics
Agency Value Management
Program Unit and DSCC inven-
tory control point associates has
helped save the government mil-
lions of dollars.

In fiscal 2001, the Value
Management Program Unit,
assisted by tips from DSCC con-
tract specialists, saved the gov-
ernment in excess of $40 mil-
lion, which was an increase from
previous years. But, in fiscal
2002, the Unit surpassed its goal
of $40 million, saving the gov-
ernment more than $55 million.

The Unit’s objective is to
identify and imp[]ement actions
that would reduce the produc-
tion or operations cost of sys-
tems, facilities, equipment, serv-
ices or supplies. In short, it
saves the government money by
targeting and avoiding undue
Cost.

DSCC’s team is continuously
researching ways to reduce
DSCC and customer costs. It
responds when someone in
value engineering or the DSCC
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inventory control point identifies
an opportunity to improve the
acquisition process by lowering
costs, developing competition or
reducing production lead times
and taking action to implement
it, said Brian McNicholl, DSCC
Value Management Program
manager.

As an example, associates in
the Value Management Program
Unit develop price data an§ the
Should Cost Team can provide a
“should cost estimate,” based on
material and labor costs, includ-
ing overhead rates, general and
administrative costs, and profit.
They may also use assistance
from the Navy Price Fighters of
the Fitting Out Supply Support
Assistance Center, Norfolk, Va.,
to develop costs and work larger
cases. For Should Cost support,
call 614-692-1547.

As for the teaming
relationship between
inventory control
point associates and
the Value
Management
Program Unit, its a
vital component of
the entire process,
said Mitchell
McElroy, a DSCC
Operations Support

Group supervisory equipment
specialist. “We are here to sup-
port them (the ICP), and it does
pay off,” McElroy said. “It could-
n't be done without them.”

For example, in fiscal 2002,
a DSCC contract specialist
noticed that DSCC was payin,
premium prices to the origina
equipment manufacturer for a
connecting link in the F-100 jet
engine. The associate asked the
Should Cost Team to develop
Frice data on the connecting

ink.

It was determined that the
link was priced high because it
was being supplied by the origi-
nal equipment manufacturer.
The team identified the actual
manufacturers by analyzing a
sample of the item, and deter-

—

a This small device, a connecting link, was
the focus of concern when a contract special-
ist brought the original manufacturers price
quote to the attention of the DSCC Should
Cost Team. By teaming together, the Value
Management Program Unit and contract spe-
cialist saved an undue cost of over $3.3 mil-
lion. (DSCC photo)
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mined that having the link pro-
duced by the original equipment
manufacturer di(%l not agd value.

The specifications and draw-
ings were obtained, and now the
connecting link is being provid-
ed by the actual manufacturers
at a much lower cost.

From the time this process
was implemented in 2002, it has
saved the government over $3.3
million.

Also in 2002, DSCC had
requirements to procure 141
electromagnetic relays used on
the Phantom F-4S aircraft. The
relay’s cost was $5,050 with a
250 minimum and a $10,000
set-up charge through its sole
source manufacturer.

After obtaining the drawing
and specifications, a proposal

DSCC Announces New
Electronic Test
Standard Approved For
Performing DestructiVies
Physical Analysis,On
Space Appliéation
Components

s the preparing activity
for numerous tri-sery-

tions. It is not a new standard
and this latest effort is a revi=

came from an alternative manu- 5 uments, the sion to a docu hat was
facturer whose proposal was DEERSESupplgC enter 1 opqferred to from the
Columbus, S

approved by the Engineering
Support Activity. The result was
a cost avoidance of $913,410.

In addition to continued
savin%s, the value engineering
team looks forward to new ini-
tiatives in the upcoming year,
one of which is the implementa-
tion of a virtual display room --
an online capability where inter-
nal and external customers can
see the items and their National
Stock Number before placing an
order.

Also new this year is the
Production Lead Time (PLT)
Savings Initiative, which is
authorized by Defense Logistics
Agency headquarters. This ini-
tiative will improve the process
by reducing the time it takes to

Air Force Space Comimand
under Acquisition Reforiini
tiatives. MIL-STD-1580 doesn't®
cover components - it is a stan-
dard that is used to inspect and
internal design, mate-
ction amd work-

announces the recent publica-
tion of (military standard) MIL-
STD-1580, Revision B. The revi-
sion, pertainingyto the test stan-
dard fomthe destructive physical
analysis of electrical compo-
nents for space applications,
was established through ac
dination meeting held about a
year ago in Columbus. Joining
members of the DSCC
Electronic Components Team,
were representatives of various
test firms, manufacturers, the
services and spagSsmes

as necessary
€tween the testing

houses and the space communi-
ty. The document does support

the JAN S area in some cz:&&

stated aboxg

it also focusesqarge-

i,

receive items after receipt of
orders by the suppliers. **

- For more informa-
tion on upcoming initia-
tives, or to obtain Value
Management support,
call 614-692-7580,
614-692-3100 or
614-692-8824 or DSN
850.
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try. MIL-STD-1580 shows
DSCC’s commitment to cus-
tomer satisfaction while still
addressing the needs of indus-

try.
This st‘i“, .

unique, t ace COMMUNITys
and focuses on'the destructive
physi€al analysis of electrical
components for space applica-

o ade Y

-~ For more informa-

tion contact Kendall

Cottongim, at .
Kendall.Cottongim@dscc
.dla.mil, 614-692-0676,
or DSN 850-0676, or
Ken Beymer at
Ken.Beymer@dscc.dla.
mil , 614-692-0557, or
DSN 850-0557.
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Services

Shelf life and
quality status

keep materials fresh for customers

By Mary Ellen Carhart and
Christopher Brust
Defense Supply Center Richmond

helf Life and Quality
Status List — what are
they and why are they
important to Defense
Logistics Agency cus-
tomers?

The Department of Defense
and the Federal Supply System
sell items to the military serv-
ices that require special han-
dling due to certain deteriora-
tive characteristics. In order for
our customers to receive fresh,
useable materiel, these items
have to be properly main-
tained. SheI[)f life was estab-
lished, therefore, to place spe-
cial emphasis on items with
known deterioration character-
istics. It also is for non-con-
sumable and consumable items
that may have hazardous mate-
rial.

Typical shelf-life items
include food, medicines, bat-
teries, Fpaints, sealants, adhe-
sives, film, tires, chemicals,
Eackaged etroleum products,

oses and belts, mission-criti-
cal O-rings and nuclear, bio-
logical, and chemical equip-
ment and clothing.

Shelf life is a tactor in the
logistics and procurement
equation and requires more
controlled management. To
minimize losses to the govern-
ment in dollars, equipment
and lives, shelf life should be

managed from item introduc-
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tion through replenishment
a{ld storage to ultimate dispos-
al.

A shelf life code defines the
items in two ways. Type I
(alpha character) means the
item has a definite non-extend-
able period of shelf life, and
Type Il (numeric character)
means the item has an
assigned shelf life time period
that may be extended after the
completion of inspection, test
or restorative action. Failure to
assign a shelf life code may
result in the deterioration of
materiel in storage or while in
the user’s possession. Adverse
safety and health situations
could be the ultimate outcome.

The Quality Status List is a
DoD-recognized listing of
accumulated test results

iamm B Torwws Pl
B in Doxonbor 081

ifmaemm aniihgrki

accomplished by certified labo-
ratories for the purpose of
determining whether shelf life
extension ol Type II shelf life
materiel is warranted. When
Type 1I shelf life items (exclud-
ing medical items) reach their
“inspect/test date,” the Qualit
Status List should be checkecf]
before disposal to determine if
the item can be extended. This
list can be used as an authority
for extending existing invento-
ries with the same identifica-
tion as long as supply storage
standard requirements have
been followed.

Defense Supply Center
Richmond, Va., provides the
Quality Status List on the Web
at http://www.dscr.dla.mil/qsl/
gsl.htm; this site requires a
user ID and password.
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L L P AR P,
[ Tpe—— T T

[LLST L AT ET Tt

LoglLines



Maritime associates

Go Extra Mile

to supply Navy’s propeller filters

By Dan Bender The filter, (NSN 4330-00-
Defense Supply Center Columbus  938-8044), is used on
Public Affairs Office

cruisers, frigates and
destroyers, as well as on

ssociates at Defense  ghmarines, for which it is

Supply Center i i il-
: particularly important. It fil

ﬁoﬁmbug, Ohio, the ters hydraulic fluid that

Uageléga ehi%rg € services propellers that

control the pitch of the
ship, and is a fairly high
demand item, with about
1,700 of them used each
quarter, according to Teresa
Georg, a DSCC inventory
management specialist.
After the Navy approved

steady supply of criticall
needga co%lt):r%llable pitc}%,
propeller filters.

Activities without Internet
access may obtain a hard-copy
of the list via mail by writing

or calling; new specifications for the
Defense Supply Center filter, Hy-Pro Corp. of
Richmond

Attn: DSCR-VGA
8000 Jefferson Davis Highway
Richmond, VA 23297-5517,
DSN 695-5845 or Commercial
804-279-5845

Customers may reach the
shelf life representatives of the
defense supply centers and the
military services via the
Internet at
https://today.dla.mil/
j-3/shelflife/. The Shelf Life
Management Manual and
training information are also
available at this site.**
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Fishers, Ind., the Navy-
approved supplier, won the
contract to supply them.

In December 2002, contract
specialist Lorraine Spruill
aﬁproved an urgent pur-
chase order of 3,068 filters
from Hy-Pro, which

shipped the order in
February. That shipment
eliminated 120 backorders
totaling 1,700 filters, and
provided a temporary 60-
day supply, Georg said.

In early January 2003,
under the guidance of con-
tract specialist Hanan Sabir,
a long-term contract with
Hy-Pro was approved.
“Hy-Pro has been very
supportive as far as getting
the item out to the cus-
tomer and keeping us
informed on the status of
shipments,” contract
sp.e(gialist Pamela Stevenson
said. <

« Shown is a controllable pitch

propeller filter as it rests on an
8” by 11” piece of paper.
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Services

By Mike Ward
Defense Supply Center Columbus

he Defense Supply
Center Columgus, Ohio,
Land-Based Weapon
Systems Group recently
awarded its second FASI
contract. The contract,
which will supply the military
with filters, engine parts, fenders
and a variety of other replace-
ment parts, went to Aero
International, a small business
contractor in Sterling, Va.

The Fleet Automotive
Support Initiative, called FASI for
short, is a total systems approach
designed to streamline total parts
support to all military automotive
and equipment fleets. FASTs
emphasis is on speedy delivery
and quality technical and logisti-
cal services.

The Aero contract that covers
the “Green Fleet,” or the military’s
wheel and tracked vehicles, cur-
rently supplies more than 400
National Stock Numbers and is
valued at more than $8.7 million
for the first year. The contract has
the potential value of $87 million
over the next nine years as up to
7,723 NSNs could be added.

“The items the contract cov-
ers are basically those parts and
supplies from ‘bumper to
bumper” on most land vehicles,”
said Denise Pennington, chief of
the Tailored Support Team in the
DSCC Land group.

The contract will allow
DSCC to reduce the customer
wait time, by reducing its stock,
and lowering administrative lead-
time. The contractor also will
provide a field customer service
representative known as the
“fixer,” to allow more interfacing
with the customer -- the
warfighter.

“Shifting the stocking and
support of t%lese high demand
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DSCC Land Tailored Support

Unit Awards
Second Phase

FASI Contract

Aero International wins
88.7 million award

items to the FASI contractor
allows DSCC to focus on other
more problematic items that
impact readiness,” said
Pennington.

This prime vendor contract is
the second one for the Land
group. The first contract was
signed in May 2000, and covered
three regions, southwest, south
and southeast. This contract cov-
ers the remaining western, cen-
tral and eastern regions. Some of
the major installations covered
include Fort Lewis, Wash., Fort
Riley, Kan., Fort Drum, N.Y., and
Fort Campbell, Ky.

“This contract is an effort to
Erovide our customers what they

ave been asking for, namely
retail support at prices compara-
ble to wholesale,” stated Linda
Pryor, the former contract spe-
cialist in the Land Weapon
Systems Branch responsible for
the effort.

“One primary reason we
selected Aero was because they
have expertise in third-party

logistical support,” said
Pennington. “Aero has experience
with similar contracting arrange-
ments, and the logistics software
systems they utilize are widely
employed within the avionics,
aerospace and defense indus-
tries.”

Our objectives are to provide
a commercial distribution net-
work, consistent on-time delivery
(two, five, 10 days), reduce DoD
inventories and have total supply
management for selected compo-
nents.

“This contract will meet the
above objectives and, more
importantly, improve support to
our military customer,” said
Pennington. “This contract is a
valuable tool that allows us to
provide tailored total logistics
support for the region’s automo-
tive fleet with low risk and mini-
mal cost investments for the gov-
ernment.

“Overall we're aiming at
Improving customer readiness,”
Pennington said. <

» For more information about FASI, contact
Maude Morris at Maude.Morris@dla.mil, 614-692-7797,

or DSN 850-7797, or Pennington at
Carla.Pennington@dla.mil, or 614-692-1234, or DSN
850-1234.
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Contract Provides
for Streamlined '
Acquisition, 4

Calibr&fior

By Dan Bender
Defense Supply Center Columbus
Public Affairs Office

contract signed in late

2002 with a California

firm will allow Defense

Supply Center

Columbus, Ohio, to

streamline the pur-
chase of intricate calibration
equipment parts that ensures
gauges and radar scopes are
working correctly and registering
and monitoring properly.

The contract was signed Dec.
17 by the Tailored Support Unit
Team in DSCCs Maritime
Weapon Systems Group with
King Nutronics, a veteran-owned
small business in California. It
covers about 380 National Stock
Numbered items in the following
Federal Stock Numbers: 2090,
4310, 4320 4330,4710, 4730,
4820, 5895, 5910, 5930, 5990,
5998 and 6625.

The contract has an annual
value of about $533,000, accord-
ing to DSCC contract specialist
Tom Bunnell.

Although the size of the con-
tract is relatively small, it is one
of the first contracts approved at
DSCC under a program that
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a These pressure calibrators are among the products manu-
factured by King Nutronics, a California company with
whom the Defense Supply Center Columbus recently signed
an Indefinite Delivery Purchase Order contract that covers
about 380 National Stock Numbered items.

streamlines the acquisition
process for commercial spare
parts for the military.

The contract was approved as
a commercial Indefinite Delivery
Purchase Order with a value of
up to $5 million (the
Department of Defense recently
expanded the simplified acquisi-
tion threshold from $100,000 to
$5 million.)

“We're beginning to take
advantage of the policy,” said
Kathy Cunningham, chief of
procurement policy in DSCCs
Procurement Group.
Cunningham said the IDPO
process eliminates much paper-
work associated with the normal
contract process and provides for
an expedited acquisition process
for both the contractor and sup-
plier. When contracting officers
receive a purchase request, they

simply fill out a delivery order
instead of going through the nor-
mal process of soliciting bids,
Cunningham explained.

“It tremendously reduces the
acquisition lead time,” she said.

“It also saves time for suppli-
ers because they don't have to
constantly submit responses to
contract solicitations,”
Cunningham added. “We have
one document that lays out the
terms and conditions, and the
supplier gets a delivery order
that tells him where to ship to,
etc.,” Cunningham said.

Once the value of parts pur-
chased through the contract
reaches $5 million, DSCC will
re-solicit for bids, Cunningham
said.

“We hope to geta 9 to 10
year period out of this contract,”
Bunnell said. <

-~ For more information on this new contract,
contact Tom Bunnell at Thomas.Bunnell@dla.mil or,

614-692-4726.
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na ﬁrsﬂ'b‘f;lts kind 3@6—
ment, the Department o

Ener and tIEe Deférpe
u ter
Phﬁgdy hlél were. aﬁe:t.o

work with industry to bring an
entirely new hiﬁh efficiency
rooftop air conditioning product
to the marketplace. Through the
Unitary Air Conditioner
Technology Procurement, buy-
ers from the public and private
sectors can now purchase single
rooftop units at multiple-unit
order prices.

The units come in a wide
range of sizes to suit a wide
range of applications, and are
manufactured by Global Energy
Group and Lennox Industries.

Consortium for Ener
Efficiency’s High-Efficiency
Commercial Air Conditioning
Initiative.

The Unitary Air
Conditioning procurement
offers five different packaged
units, with cooling capacities
ranging from 88,000 to
120,000 Btu per hour, and
Energy Efficiency Ratios (EER)
ranging from 11.0 to 13.5. A
single air conditioner could save
between $1,010 and $1,360
over 10 years in a typical com-
mercial guilding in Atlanta, Ga.

The units were also required
to meet specifications that go

beyond energy efficiency,
el @ﬁc‘l‘ﬁdin adirect digital control
The products were selected ~ . interf lly insulated cabinet

through a competitive request
for proposal based on unit life- -
cycle cost. The air-conditione
are at least 20 percent more
energy-efficient than standard
units now in use in many com-
mercial buildings, and they
meet or exceed the EPAs ENER-
GY STAR® efficiency levels,
Federal Energy Management
Program recommendations, and
Tier 2 levels established by the
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anels where conditioned air is
Eandled,.io prevent condensa-
tion and minimize sound trans-
mission, blower assemblies that

slide out of the unit for ease in
servicing, and safety guards on
fans. In addition, the Pacific
Northwest National Laboratory,
the DoE laboratory that part-
nered with DSCP to manage the
program, has developed a cost

estimator 106l to help DSCP
customers evaluate the cost sav-
ings for specific sizes and loca-

tions. It also helps buyers select
optimal equipment by compar-
ing nergy and economic
performance of high-efficiency
and standard-efficiency air con-
ditioners under varying condi-
tions. The cost estimator is free
and available on line. Defense
Logistics Agency customers can
go to: www.pnl.gov/uac/.
Shipping, technical specifica-
tions and design features are
available from:
http://www.pnl.gov/uac/prod-
ucts.stm#list. %

-~ For more information Points of contact for
this program are: Douglas Steinmetz 215-737-7940 or

Chet Evanitsky 215-737-8048 at DSCP, and Brad
Hollomon of Pacific Northwest National Laboratory at
202-646-5043 or by e-mail at hollomon@pnl.gov.

LoglLines



Hawker Battery

dVEes

COST,

welght

and

By Scott Andreae
Defense Supply Center Richmond
Public Affairs Office

battery now in stock

at Defense Supply

Center Richmond,

Va., provides savings

in the cost, weight
and shipping time of batter-
ies for combat tactical vehi-
cles.

The Hawker battery is
not classified as hazardous
material, so shipment and
handling does not require
over-packing. Instead of hav-
ing free-flowing electrolyte,
the Hawker uses technology
called absorbed glass mat to
absorb acid. The battery is
sealed and does not vent or
release harmful fumes into
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the aircraft or storage area
under normal charging con-
ditions.

Special battery rooms are
not needed. Batteries can be
serviced in general workshop
areas or nickel cadmium test
rooms. All Hawker batteries
are approved for unrestricted
worldwide transportation,
fully charged and ready for
immediate use.

The U.S. Army Tank and
Automotive Command is
conducting field and labora-

—y

$

tory tests to determine suit-
ability of using the Hawker.
Scheduled testing should be
completed within the next
six to eight months. Potential
annual usage by the military
services is about 225,000 for
this type of battery. The U.S.
Marine Corps will buy
11,750 Hawker batteries
from DSCR in fiscal 2003.

The National Stock
Number is 6140-01-485-
1472.%

-~ For more information call Mike Kuszmaul at
804-279-6141 or DSN 695-6141 or e-mail

mike.kuszmaul@dla.mil.
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MREs Have
New Menus

By Kristin Guss
DLA Public Affairs

ny good chef knows
that to stay in business,
he or she has to please
the diners. That prin-
ciﬁle holds true
whether we're talking
about four star gourmet restau-
rants or Meals Ready to Eat.
The Defense Supply Center
Philadelphia has taken this tru-
ism to heart and recently
changed the menus of its MREs.
Entrees that are being elimi-
nated include the Jamaican Pork
Chop, Pasta Alfredo and, the
seemingly universally disliked
Beef Wl%h Mushrooms.
However, the current stock of
MREs will be used until
exhausted. The new entrees
include Pork Rib and Sauce,
Vegetable Manicotti and Roast
Beef with Vegetables. The
changes were made in response
to Army surveys, which record-
ed the preferences expressed by
military personnel in the field.
MREs featuring the new
entrees went into production in
June. With the increased need
for rations to support the troops
engaged in Operation Iraqi
Freedom, the new MREs will
not go into storage for future
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use. Instead, they will be
immediately sent to the military
services.

The MRE is a pre-packaged
operational ration designed to
sustain an individual engaged in
heavy activity such as military
training or during actual mili-
tary operations when normal
food service facilities are not
available. It is totally self-con-
tained and consists of a full
meal packed in a flexible meal
bag. The full bag is lightweight
and fits easily into mﬂ%tary field
clothing pockets. Each meal
bag contains an entrée and a
variety of other useful items,
such as chewing gum, matches
and moist towelette.

Except for the beverages,
the entire meal is ready to eat.
While the entrée may be eaten
cold when operationally neces-
sary, it can also be heated in a
variety of ways, including sub-
mersion in hot water while still
sealed in its individual entrée
package. Since Operation
Desert Storm, a flameless ration
heating device has also been

acked into each meal bag to
eat the entrée.

Each meal bag contains the

components of one meal.
Soldiers who are engaged in
heavy activity normally con-
sume three MREs a day. Special
Humanitarian Daily Rations are
also produced and distributed
to displaced persons or refugees
under emergency conditions.
These packs contain enough
food to sustain a moderately
Elnalnourished person for one
ay

In its ongoing effort to be
responsive to its customers, the
Delense Logistics Agency pro-
vides several types of MREs tai-
lored to different dietary
requirements. The Meal,
Religious, Kosher or Halal, is
provided for individuals in the
military services who maintain a
strict religious diet. Each meal
consists of one Kosher or Halal
certified entrée and religiously
certified or acceptable comple-
mentary items sufficient to pro-
vide the recommended daily
nutritional requirements. There
are two vegetarian meals in
every box of MREs which sup-
ports those troops who, for vari-
ous reasons, cannot consume
meat. %
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DSCC

| _'.N

upports unique needs of
y Minesweeper
= Engines

« New corporate long-term contracts man-
~ aged by the Defense Supply Center
Columbus will support the engines of the
Navy’s Avenger-class mine countermeasure
ships. Shown is the USS Ardent. (U.S.

By Dan Bender i
Defense Supply Center Colum
Public Affairs Office

he U.S. Navy now has
better support for its
minesweeper ships with
the signing of new cor-
porate long-term con-
tracts.

The new corporate contracts
managed the Defense Supply
Center Columbus, Ohio,
Maritime Weapon Systems
Group cover 570 parts for the
specially-made engines on the
Navy’s 14 Avenger-class mine
countermeasure ships and 12
Osprey-class coastal mine-
hunters. Most of the ships are
stationed at Ingleside, Texas,
with the others permanently for-
ward deployed in Japan and
Bahrain.

“The Avenger-class ships are
designed as mine hunter-killers
capable of finding, classifyin,
and destroying moored and bot-
tom mines,” said Rick Dennett, a
weapon systems support manag-
er in Maritime.

Due to the nature of their
work, the Navys minesweepers
have unique construction
requirements and supply needs.

To avoid detonating magnet-
ic influence mines, which are set
off when they sense a change in
the surrounding magnetic field
caused by the iron in the hull of
a passing ship, minesweeper
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hulls are made of fiberglass-rein-
forced wood.

They also require engines
made out of non-ferrous alloy
metals. One company that man-
ufactures such specialty engines
is Isotta Fraschini, an Italian
engine maker that has supplied
the Navy with more than 120
engines for its minesweepers.

Isotta Fraschini makes its
engines with austenitic cast iron,
which has a chemical composi-
tion that makes it non-magnetic
but with a strength close to cast
iron. The engines also go
through a “deperming” process
to reduce their magnetic signa-
tures.

To ensure the Navy has a
steady supply of parts for the
engines, DSCC has renewed a
contract with FDGM Inc. of
Chesapeake, Va., an American
subsidiary of Isotta Fraschini,
and approved a small contract
with Viking Inc. of Marrero, La.

“Due to minimal storage
sEace availability aboard these
ships, parts availability and long
logistics lead times are a major
issue,” Dennett said. “Awarding

Navy photo)

this new contract will help to
alleviate this problem by sup-
porting many sole source items
with short delivery timetables.”

The new contracts will
involve a partnership with the
Naval Inventory Control Point in
Mechanicsburg, Pa., on items
such as the engine blocks, crank
cases, valves and manifolds.
They will be set up as both
Direct Vendor Delivery and
replenishment stock procure-
ment instruments, said Tom
Bunnell, a contract specialist in
the DSCC Maritime Supplier
Operations Directorate. The
arrangement will allow DSCC
and NAVICP to buy some items
for stock replenishment and
other items DVD, he added.

The major stock classes
included in the contracts are
2815, 3020, 4310, 4320, 4710,
4730, 4810, 4820, 4910, 5340,
5460 and 5365.

“With these contracts, we're
trying to ensure greater parts
coverage and enhanced customer
support by reducing lead time to
get the parts to the customer,”
Bunnell said. +*

~ For more information call Tom Bunnell at 614-692-4726 or
DSN 850-4726.
For prices and other product information, contact the
DSCC Customer Contact (Call) Center at 614-692-2271, or
614-692-3191, Fax 614-692-1374 (DSN 850), or at e-mail

addresses: DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil.
Product information is also available online at WebCATS at
www.dscr.dla.mil/procurement/CATS/cri.htm.




VITAL RINGS,
SHIMS AND
SFACERS

By Brenda B. McCormac
Defense Supply Center Richmond
Public Affairs Office

efense Supply Center
Richmond, Va., pro-
vides rings, shims and
spacers of every imag-
inable size and mate-
rial composition.
These items are used across the
military services in land, sea
and air applications.

Some of the users of these
components are major weapon
systems such as the Air Force
A-10, C-5 and C-130; the Navy
F-14, E-2C and S-3A; the Army

CH-47 helicopter, M-60 tank
and Bradley Fighting Vehicle
System; anti-submarine warfare
systems; nuclear power plants;
and aircraft launch and recovery
equipment.

Rings are vital components
in jet propulsion and land-based
engine applications. Spacers pro-
vide integrity between mating
surfaces, and shims allow proper
tolerances to be maintained
where required.

DSCR has initiated the fol-
lowing hardware components on
long-term contract for the best
possible support to its cus-
tomers.

National Stock Number Component ~ LongTerm Contract Number

5365-00-838-4774 Shim
5365-01-058-7399
5365-01-173-5625

5365-01-183-5351
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Spacer, Ring
Ring, Lock, Keyed SP045003D07910001
Spacer, Ring

SP045003D59510001
SP045003D59130001

SP045003D59530001 «¢

By Brenda B. McCormac
Defense Supply Center Richmond
Public Affairs Office

efense Supply Center

Richmond, Va., is the manag-

er of camouflage face paint

that can be purchased with

or without inspect repellent.

The face paint has visual and
near-infrared properties and comes in
a compact-style container for use on
exposed skin such as the face, neck
and hands.

Each compact has an inside mirror
and five colors: green, loam, sand,
black and white. The black (with the
exception for the jungle terrain) and
white (with the exception for the arctic
terrain) paints can be used to darken
or brighten the green, loam or sand
colors so they blend with the specific
terrain visually and when viewed
through night-vision goggles.

These products are procurable
using the following National Stock
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a Defense Supply Center Richmond, Va.,
is the new manager of camouflage paint.
(Photo by Staff Sgt. M.A. Jones, U.S.
Army)

Numbers (NSNs):

NSN 6840-01-493-7334,
Camouflage Face Paint with insect
repellent (DEET). This camouflage
makeup is specially formulated to
repel mosquitoes, ticks, chiggers,
fleas, gnats and deer, stable and black
flies on exposed skin surfaces. Unit of
issue is box (BX) containing 12 com-
pacts.

NSN 6850-01-493-7309 is
Camouflage Face Paint without insect
repellent. Unit of issue is box (BX)
containing 12 compacts. **

Fall/Winter 2003

New

Medical
Diet
Supplement

By Joseph Zanolle
Defense Supply Center
Philadelphia

hen U.S.
Army field
hospitals in
Southwest
Asia made
inquires
about procuring subsis-
tence food items to be
consumed by personnel
who had sustained head
and facial injuries, the
Defense Supply Center
Philadelphia’s Subsistence
Operational Rations
Business Unit, the
Defense Supply Center
Philadelphia-Europe, and
the Defense Distribution
Depot Europe worked
together to respond with
the support that was
needed.
The medical diet
supplement is comprised

of liquid and soft foods,
and is designed for troops
with cranial and facial
injuries which may impede
chewing and the consump-
tion of food. Each supple-
ment provides a 15-day
supply for 50 patients. The
supplement is not a stocked
item; it is ordered and pur-
chased on an “as needed”
basis.

DSCP, DSCP-E, and
DDDE are utilizing the
Defense Commissary
Agency Europe in Germany
and the prime vendor con-
tractor in Northern Europe
to support the components
of the supplement. Items
are being delivered in bulk
to DDDE where assembly of
the packages takes place.
Five medical diet supple-
ments were delivered in
January 2003, which
marked the first delivery of
this new item. <
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DSCC Awards
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~This is a Speed Decreaser
efense (NSN 3010-01-378-1889)

Supply
Center Columbus, Ohio, awarded a

five-year indefinite quantity type con-
tract in January 2003, to Nestor Sales,

LLC (Cage 1X015), to supply eight National
Stock Numbers.
The new contract, valued at $75,000, is a

result of a corporate contract initiative that pro-

vides the government with better terms for
parts that were previously procured from
Kampi Components Co., Inc.

Here are the affected NSNss:
2530-01-164-7954  steering wheel
2530-01-454-2155  wheel, pneumatic tire

3010-01-378-1889  gear assembly; speed decreaser

3020-01-093-5017  pulley, groove
4620-01-414-3186  parts kit, desalinator
4820-01-044-1669  roller set
4820-01-106-0120  lock pin assembly
5998-01-385-1052  circuit card assembly*
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Offered For
Small Arms

By Brenda B. McCormac
Defense Supply Center Richmond
Public Affairs Office

he Defense Supply Center Richmond, Va., is
offering severa]?%igh—tech lubricants/protectant
formulations designed for use with military small
arms. These lubricants protect the weapon from
corrosion and essentially all environmental effects
including grit, dust, sand, fresh and salt water, fire
and extreme cold, as well as the effects of gunpowder,
combustion and burning.

The three highlighted lubricants are TW-25B and
MC-1210 greases and MC-2500 oil, all manufactured by
Mil-Comm Products Co. The lubricants are used on the
M-240, M-60 and M-2 machine guns; M-249 squad auto-
matic weapon; MK-19 grenade launcher; M-197, GAU-17
and M-134 mini-guns; MK-38 chain gun; and others.

TW-25B and MC-2500 are alternative lubricants to
MiL-L-46000 and MiL-L-46150. These high-tech lubri-
cants have been used in the field with favorable results
and responses.

TW-25B, a non-toxic and non-flammable grease, and
MC-2500 oil greatly reduce maintenance time and fre-
quency. Savings are realized in time and money for the
military.

TW-25B High Tech Lubricant/Protectant was devel-
oped for modern weapons systems that use new designs,
new alloys and composites, and new types of ammuni-
tion. These weapons are built for higher rates of fire and
increased muzz]lé velocities. TW-25B was designed to
maximize weapon reliability under all climatic conditions
and temperature extremes.

TW-25B contains unique high-performance synthetic
base oils, micron-size fluorocarbon particles and a special

roup of chemicals. It contains no petroleum-based ingre-
%ients. Its formulation is accomplished by using propri-
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CHEMICALS SUPPORT

AIRCRAFT, SUBS AND VEHICLES

Gas Mix is used to calibrate a Bacharach
514M hazardous atmosphere monitor that
is critical to ground crew safety during refu-
eling operations. This monitor also is used
to ensure the atmosphere around fuel stor-
age tanks is safe. This item can be pur-

By Brenda B. McCormac
Defense Supply Center Richmond
Public Affairs Office

hemicals for aviation, subma-
rine and motor vehicle sup-

port and safety have been chased under contract

placed on long-term contracts ~ SP045003D4042001Z with a unit of issue

at Defense Supply Center of cylinder (CY) equaling 37 liters. For
Richmond, Va. more information on this product call Harry

Broaddus at 804-279-4356 or DSN 695-
4356 or e-mail harrybroaddus@dla.mil.
NSN 6850-01-445-0557, Catalyst,
Carbon Monoxide and Hydrocarbon
Oxidizing is used in submarines to purify

The chemical products listed below
with their National Stock Numbers
(NSNs) can be purchased with the con-
tract information provided.

NSN 6830-01-360-1866, Calibrating

etary production techniques that permit distribution of particles sus-
ended evenly throughout the lubricant. TW-25B has no known shelf-
ife limitation.

MC-1210 is an extended-life, extreme-duty grease that is ideal for
challenging climatic environments where heavy coverage is most critical,
coupled with extreme pressure and load bearing; parts will run
smoother and cooler. The MC-1210 has been proven on gun mounts
and slow-moving machine parts.

Product  Package Size Catalogue Number National Stock Number
TW-25B  Grease Packages

TW-25B 0.5 oz. Syringe TW25B-15Y12 9150-01-448-2266
TW-25B 1.5 oz. Tube TW25B-15P11 9150-01-439-0859
TW-25B 4 oz. Tube TW25B-4SP14 9150-01-439-1873
TW-25B 8oz Jar TW25B-1JSL16 9150-01-439-0858
TW-25B 16 wt. oz. cartridge zerk TW25B-6NZ17 9150-01-439-0857
TW-25B 16 wt. oz. cartridge caulk TW25B-1NC17 9150-01-439-1864
TW-25B 1691l oz. (500 ml) EP spray TW25B-CA16EP  9150-01-448-2298
MC-1210 14 oz. Jar MCI1210-85LX19  9150-01-470-2309
MC-1210 14 oz. Zerk MCI1210-6ZX14 9150-01-470-2386
MC-1210 351b. Pail MC1210-35PLX 9150-01-470-2396
MC-1210 55 gal. drum (400 Ibs.) MCI1210-90APX  9150-01-470-2400

MC-2500 oil is a blended pourable, pumpable oil version of TW-
25B, having many of the same performance characteristics. It permeates
hard-to-reach places and is excellent for any close tolerance, high-speed
precision parts. Unlike other oils MC-2500 will not separate, settle or
evaporate.

MC2500 Oil Packages
MC-2500 16 {l. oz. bottle MC2500-16AP4
MC-2500 1281l oz. (1ga) can ~ MC2500-45AP5

9150-01-439-1875
9150-01-439-1887+¢

Fall/Winter 2003

the air and remove carbon monoxide.
This catalyst is used for breathable air
purification, emission air purification
and process air purification. It can be
purchased on contract
SP045003D07360001 with a unit of
issue of can (CN) containing 30
pounds.

NSN 6850-01-159-4844,
Silicone Compound (RTV Rubber
Sealant) is used in gasket repairs for
General Motors vehicles. This com-
pound can be purchased on contract
SP045003D4074001Z with a unit of
issue of 12-ounce tube (TU).

NSN 6810-00-584-3079,
Petroleum Ether, Technical is used in
maintenance operations as a parts
cleaner and as a laboratory reagent.
This solvent may be purchased under
contract SPO45003D03180001; unit
of issue is one-gallon (GL) can.

NSN 6850-00-270-5526,
Gasoline, Indicating Paste is used to
measure the amount of fuel in bulk
fuel tanks. Tts unit of issue is a 2.25-
ounce jar (JR) that can be purchased
under contract
SP045003D4066001Z.

NSN 6840-00-811-4601,
Deodorant, Aircraft Toilet is used as an
additive in aircraft toilets to control
odor, color and corrosion. The con-
tract is SP045003D4070001Z with a
unit of issue of hundred (HD) which
is 100 packets in a box with each
powder packet containing 8 grams net
weight.

NSN 6810-00-053-0194,
Sodium Bicarbonate, Technical is an
environmentally safe paint remover
used in aircraft paint de-scaling opera-
tions. The item can be purchased
under contractSP045003D4050001Z
with a unit of issue of 50-pound bag
(BG).%»
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New ltems

CONTRACT
AWARDED TO
SUPPLY

HEMT s

TORQUE RODS

heeler Brothers, Inc., a spare parts distributor,
signed a five-year contract with Defense Supply
Center Columbus, Ohio, in January 2003, to sup-
ply torque rods for the Heavy Expanded Mobility
Tactical Truck, more commonly known as the
HEMTT.

The new indefinite quantity-type contract valued at
$10,000 covers NSN 2530-01-213-1622 for the tandem axle
for the HEMTT. <+

DSCC
Awards
Contact
to CDK

Mobile

efense Supply Center
Columbus, Ohio, recently
awarded a corporate contract
to CDK Mobile Systems, Inc.,
(Cage 1NHHS) to provide
spare parts.

The new five-year indefinite quantity
contract (No. SP0700-03-D-9705) with
an annual value of $38,772, covers

items previously providedbyKampi ®'g'g ¢ 0 0o o 0o 0 0 0 0 0 0 0 000 O0OOOO
Components Co., Inc.

a For prices and other product information,
contact the DSCC Customer Contact (Call) Center at
614-692-2271, or 614-692-3191, Fax 614-692-1374
(DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil. Product
information is also available online at WebCATS at
www.dscr.dla.mil/procurement/CATS/cri.htm

These are the NSNs available under this new contract:
2510-01-393-5168  frame section, structural, vehicular
2510-01-393-6526  air bag, vehicular
2590-01-393-5871  hook, hold-down, trailer platform :

2590-01-406-3526  bracket, vehicular components g‘:;[;?n‘ea: :?O?T,tac(gn(tgg’h;hgeli‘)ti?(a)t
3040-01-417-9823 cylinder assembly, actuating, linear 614-692-2271. or 614-692-3191. Fax
4720-01-393-5278 hose assembly, nonmetallic 614-692-1374’(DSN 850) or at ’e_ma”
4720-01-406-1924 hose assembly, nonmetalhc addresses: DSCCCaIIcent,er@dIamll, or

4820-01-393-4555  cock, drain DSCC.ESOC@dla.mil. Product information is
4820-01-418-0937  valve, check . also available online at WebCATS at
4820-01-423-4847  coupler, dummy. < www.dscr.dla.mil/procurement/CATS/cri.htm

< For prices and other product
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< For prices and other
product information, con-
tact the DSCC Customer
Contact (Call) Center at
614-692-2271, or
614-692-3191, Fax
614-692-1374 (DSN 850), or at
e-mail addresses:
DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product
information is also available
online at WebCATS at
www.dscr.dla.mil/procurement/
CATS/cri.htm.

New DSCC Corporate
Contract Supports

Aerospace
Weapon
Systems

efense Supply Center Columbus,
Ohio, awar(i/ed a five-year indef-
Inite quantity corporate contract
in support of aerospace and
other weapon systems in March
2003, to PTI Technologies.

This award includes seven, mostly stock
replenishment National Stock Numbers
managed by DSCC. Orders are to be issued
using electronic data interchan%i through a
registered Value Added Networ (VAN%.
The added NSN:
4330-00-514-2983 filter element, fluid
4330-00-868-9234  parts kit, fluid
4330-01-140-6873  filter, fluid
4330-01-172-8094  cap assembly
4330-01-269-7994 filter, fluid
4730-00-368-8433  couplin; assembtly,
4820-00-244-4870  valve, salety relief. <

ontact Signed
to Supply T-38
Aircraft Part

efense Supply Center Columbus, Ohio, awarded a
five-year indefinite quantity-type contract to Auto
Valve, Inc., in January 2003, to provide spare parts to
the government.

The part covered under this new long term contract,

NSN 4820-00-859-7474, is an aluminum poppet
drain cock used on the T-38 aircraft. The part was previously
procured from Kampi Components Co.%*

- For prices and other prod-
uct information, contact the
DSCC Customer Contact (Call)
Center at 614-692-2271, or
614-692-3191, Fax 614-692-1374
(DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dIla.mil. Product infor-
mation is also available online at
WebCATS at www.dscr.dla.mil/
procurement/CATS/cri.htm.

- For more information about the contract, contact
Teresa Knotts, DSCC-PLC, at DSN 850-1124, or
614-692-1124.

For prices and other product information,
contact the DSCC Customer Contact (Call) Center at
614-692-2271, or 614-692-3191, Fax 614-692-1374 (DSN
850), or at e-mail addresses: DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product information is also available
online at WebCATS at
www.dscr.dla.mil/procurement/CATS/cri.htm.

Fall/Winter 2003




New ltems

Defense Sugply Center Columbus awards new
Lon -Term ontract for

Aircraft Spare Parts

rices of dozens of aircraft spare parts have been
reduced thanks to a new contract awarded by
Defense Supply Center Columbus, Ohio.

Late last winter, DSCC awarded a five-year
indefinite quantity long term contract to Unison
Industries affecting 63 stock replenishment National
Stock Numbers that support aircraft and other weapon
systems.

~ For prices and other product
information, contact the DSCC Customer
Contact (Call) Center at 614-692-2271, or
614-692-3191, Fax 614-692-1374 (DSN

850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product information is
also available online at WebCATS at

Not only are prices more attractive, ordering is sim-
plified. Orders are to be issued using Electronic Data
Interchange. The average contract delivery time is 141
days. Additional items may be added to this contract in
the future via the add and delete clause.

The NSNs covered by this new corporate contract:

2920-00-918-0862
2920-01-152-6308
2920-01-232-9575
4730-00-913-0061
1440-01-052-0257
5905-00-138-0870
5905-01-348-0297
5910-00-110-9067
5910-00-806-7513
5910-00-979-8354
5910-01-019-5076
5910-01-214-0395
5910-01-214-0397
5915-00-556-2014
5915-00-705-3494
5915-00-807-0203
5915-01-021-1104
5930-00-001-6659
5930-00-138-9634
5935-00-006-2944
5935-01-040-2697
5935-01-040-2698
5935-01-214-4138
5935-01-222-2900
5935-01-446-7156
5935-01-446-7158
5935-01-452-6314
5945-00-758-1113
5945-01-081-7045
5945-01-171-9064
5945-01-171-9065

60

lead assembly

exciter, turbine ignition
coil, ignition

plug, pipe

distribution box, sp
resistor, fixed, induct.
resistor assembly

capacitor assembly
capacitor and rail assembly

capacitor, fixed, mica dielectric

capacitor assembly

capacitor, fixed, mica dielectric

capacitor, assembly

filter, radio frequency interfer.
capacitor-resistor

filter, radio frequency interfer.
filter, radio frequency interfer.
switch, sensitive

switch, sensitive

connector, receptacle, elec.]
connector, plug, electrical
connector, plug, electrical
connector, plug, electrical
shell, electrical connector
shell, electrical connector
shell, electrical connector
connector, plug, electrical
electromagnetic act

chopper, electronic

relay; electromagnetic

relay; electromagnetic

www.dscr.dla.mil/procurement/CATS/cri.htm.

5945-01-175-8785
5950-00-109-0129
5950-00-111-1362
5950-00-587-4081
5950-00-593-8783
5950-00-880-7136
5950-00-886-8128
5950-00-990-5498
5950-01-137-6070
5950-01-171-6637
5950-01-172-5966
5950-01-214-0474
5950-01-214-0566
5950-01-214-0949
5950-01-219-8977
5950-01-407-4294
5960-00-099-5690
5960-01-021-1249
5960-01-393-9461
5961-00-581-1687
5961-01-043-6258
5961-01-155-0842
5961-01-367-8593
5962-00-257-2854
5999-00-396-1319
5999-00-525-3312
5999-01-423-1030
5999-01-423-6760
5999-01-423-6766
5999-01-423-6767
5999-01-423-7426
0625-01-036-6580

relay; electromagnetic
transformer, radio frequency
transformer, power
transformer, power
transformer, power
transformer, power
transformer

transformer, power
transformer, radio frequency
transformer, radio frequency
transformer, power

cover, electrical transformer
transformer, power

cover, electrical transformer
reactor

transformer, power

electron tube

rectifier assembly, electron tube
electron tube

rectifier, semiconduc. device, unit.

semiconductor device, diode
transistor

semiconductor device assembly
microcircuit, digital

heat sink, electrical-electronic
contact, electrical

shielding gasket, electronic
shielding gasket, electronic
shielding gasket, electronic
shielding gasket, electronic
shielding gasket, electronic
spark gap. **
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n March 2003, the Defense Supply Center
Columbus, Ohio, awarded additional items pursuant
to the add/delete clause to an existing maritime con-
tract with Leslie Controls, Inc.
This 5-year indefinite quantity corporate contract
primarily is for maritime items that support numerous

weapon systems in various classes of ships and crafts for
customers in the continental United States, overseas, and for
those through Foreign Military Sales.
The parts are primarily for stock replenishment, but will
also support Direct Vendor Delivery for non-stocked items.
The contract uses Electronic Data Interchange for order

placement.

The added NSNs:
2910-00-331-9880
4820-01-173-4692
4820-01-183-4457
4820-01-216-7015
4820-01-219-5568
4820-01-233-4942
4820-01-233-4951
4820-01-331-8832
4820-01-332-0086
4820-01-397-5366
4820-01-416-6828
4820-01-378-3188
4820-01-262-1173
4820-01-384-1276
4810-01-257-2483
4820-01-151-8970
4820-01-281-5164
4820-01-378-2328

4820-00-757-2980
4810-01-273-4718
4820-01-154-9717
4730-01-253-1956
4820-01-197-3710
4730-01-213-7511
4820-01-162-5295
4820-01-160-1435
4820-01-285-9554
4820-01-241-2598
4820-01-252-3867
4820-00-916-4065
4820-01-203-5448
4820-01-145-6751
4820-01-058-4386
4820-01-264-0585
4820-01-281-5806
4320-00-782-5158

4810-01-272-6672.. %

a For prices and other product infor-
mation, contact the DSCC Customer Contact
(Call) Center at 614-692-2271, or 614-692-3191,
Fax 614-692-1374 (DSN 850), or at e-mail

addresses: DSCC.Callcenter@dla.mil, or

DSCC.ESOC@dla.mil. Product information is also

available online at WebCATS at

www.dscr.dla.mil/procurement/CATS/cri.htm.

Fall/Winter 2003

efense Supply Center Columbus,
Ohio, has added 13 DSCC-man-
aged National Stock Numbers to
Corporate Contract No. SPO700-
00-D-9733, which supports vari-
ous U. S. Navy

ems.

As with other DSCC corporate contracts,
this new agreement establishes a good, stable
supply base for the customer and lower

prices.

The contractor is Blackmer, a manufactur-

er of several

es of pumps. Orders are to be

issued using Electronic Data Interchange.

Additional 1items could be added to this con-

tract in the future.
The added NSNs:
3010-00-018-2465
3010-01-184-4660

coupling half, shaft
gear assembly; speed

4320-00-485-0025 seal assembly; shaft
4320-00-709-6108 seal assembly; shaft
4320-01-130-0202 seal assembly; shaft
4320-01-186-0894 liner, pum
4320-01-295-4755 seal assemgly, shaft
4320-01-296-1721 seal assembly; shaft
4320-01-309-4969 seal assembly; shaft
4320-01-312-4098 pump, rotary
4320-01-327-7905 pump unit, rotary
4320-01-349-6904 pump, rotary
4820-01-198-4478 isk, valve. %*

~ For more information, contact
David Auer at 614-692-3253, or DSN

850-3253.

For prices and other product
information, contact the DSCC
Customer Contact (Call) Center at

614-692-2271, or 614-692-3191, Fax
614-692-1374 (DSN 850), or at e-mail
addresses: DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product informa-
tion is also available online at
WebCATS at www.dscr.dla.mil/procure-
ment/CATS/cri.htm.
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New [tems

New 2-year corporate

contract cOve rs-
ndefinite
Quantity

of aerospace
spare parts

4 For prices and other product information, contact
the DSCC Customer Contact (Call) Center at 614-692-2271,
or 614-692-3191, Fax 614-692-1374 (DSN 850), or at e-mail

efense Supply Center
Columbus, Ohio,
recently awarded a 2-
year indefinite quanti-
ty corporate contract
(No. SP0700-03-D-
9712) in support of aerospace
and other weapon systems to
HR Textron, Inc.

HR Textron manufactures
electromechanical, pneumatic,
fuel, hydraulic and motion
control systems.

The award includes 86,
mostly stock replenishment
National Stock Numbered
items, managed by DSCC.

Customers can order using
electronic mail (e-mail) notifi-
cation of Automated Delivery

Orders.

NSNs covered by this contract are:

142 0-00-994-2479
1420-01-136-4361
1440-00-087-7127
1440-00-087-7132
1440-00-133-4070
1440-00-916-2076
2990-01-282-5874
3040-00-242-1796
4320-01-263-7835
4320-01-263-7836
4330-00-659-7136
4330-00-943-5287
4420-01-266-5250
4720-01-234-0023
4720-01-257-8540
4720-01-257-8541
4720-01-271-6849
4720-01-273-4868
4720-01-273-4869
4720-01-273-4870
4720-01-273-4871
4720-01-273-4872

62 0 0000000000000 0000 0000

4720-01-273-4873
4720-01-273-4874
4720-01-273-4875
4720-01-273-4876
4720-01-273-4877
4730-00-225-5623
4730-00-479-8747
4730-00-659-7138
4730-01-065-8758
4730-01-140-7613
4730-01-144-0055
4730-01-144-0056
4730-01-194-5431
4730-01-264-4839
4810-00-055-2921
4810-00-401-5524
4810-00-831-4973
4810-00-903-9747
4810-01-079-5521
4810-01-096-9295
4810-01-210-3453
4810-01-240-3598

4810-01-250-1537
4810-01-263-7840
4810-01-263-8968
4810-01-263-8969
4810-01-263-8971
4810-01-263-8974
4810-01-274-3307
4810-01-276-1435
4810-01-327-7141
4810-01-327-7142
4810-01-328-5582
4810-01-359-2963
4810-01-359-2964
4810-01-359-2965
4810-01-359-2967
4810-01-383-1517
4810-01-462-8383
4820-00-009-6070
4820-00-327-0905
4820-00-444-9775
4820-00-465-1096
4820-00-484-9024

addresses: DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil.
Product information is also available online at WebCATS at
www.dscr.dla.mil/procurement/CATS/cri.htm.

4820-00-518-4032
4820-00-629-7756
4820-00-822-3385
4820-00-909-6865
4820-01-125-6890
4820-01-127-7458
4820-01-310-2322
4820-01-383-7731
5905-01-263-7842
5930-01-318-8741
5935-00-386-5783
5935-00-482-9527
5945-00-888-3710
5950-00-238-2257
5950-00-288-5994
5950-00-838-3239
5950-00-916-9051
5950-01-014-2305
5961-01-244-3162

6625-01-264-4836.
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Defen

Supply

We (")lumbus makes

orporate on!racnward

efense Supply Center Columbus, Ohio,
awarded additional National Stock
Numbers (NSN) in April 2003 to an

established indefinite quantity corporate

contract. Added to the Pall Aeropower

contract are 55 NSNs managed by DSCC
and 5 NSNs managed by the Defense Supply

Center Richmond, Va.

Orders are to be issued using electronic data
interchange through a registered Value Added

Network.

The added NSNs:
2915-01-035-1119
2940-01-057-6646
2945-00-377-7420
2945-01-095-4583
2945-01-141-8907
2945-01-305-5341
4320-01-003-8058
4320-01-159-4446
4320-01-296-7233
4330-00-240-9249
4330-00-416-4389
4330-00-442-2484
4330-00-510-3709
4330-00-684-6700
4330-00-759-9774
4330-00-880-0160
4330-00-948-3271
4330-01-018-9330
4330-01-078-1886
4330-01-084-2759
4330-01-127-6077
4330-01-161-2350
4330-01-175-0773
4330-01-181-0237
4330-01-187-9993
4330-01-217-5647
4330-01-308-4169
4330-01-341-7401
4330-01-420-8015
4330-01-420-8016

element, filter
head, fluid filter
fitting filter

bowl sediment
diaphragm valve
filterbody fluid
bowl filter
indicator, module as
bowl, pump

filter element, fluid
filter, radar

filter element, fluid
filter element, fluid
filter element, fluid
filter element, fluid
filter element, fluid
filter element, fluid

filter element, fluid, pressure

cover, fluid filter
filter, fluid

filter element, fluid
filter element, fluid
filter, pump, rotary
filter, fluid

filter element, fluid
cover, fluid filter
filter element, fluid
filter element, fluid
filter, fluid

filter, fluid

Fall/Winter 2003

4330-01-446-5261
4330-01-446-5264
4330-01-483-0436
4440-00-036-6444
4730-00-050-9654
4730-00-474-6237
4730-01-180-9619
4810-01-207-5586
4820-00-083-4438
4820-00-141-0555
4820-00-141-0570
4820-00-890-0363
4820-01-166-4678
4820-01-244-5328
4820-01-249-6782
4820-01-305-2038
4820-01-333-0165
4820-01-350-8546
4820-01-367-7623
4820-01-398-6199
5825-01-256-7584
5930-00-346-7014
5930-00-412-0143
5930-00-424-8967
5930-01-138-7080
5930-01-355-2443
5930-01-415-6794
5930-01-450-4585
5930-01-450-5995
5930-01-450-5996

filter element, fluid

filter element, fluid

parts kitfluid pressure

dehydrator, desiccant, electric

strainer element, sediment

strainer element, sediment

manifold, hydraulic system accessories
valve, solenoid

disk, valve

valve, relief, pressure and temperature
valve, check

valve, safety relief

valve assembly; special

valve, relief, pressure and temperature
valve, relief, pressure and temperature
valve, relief, pressure and temperature
seat, valve

disk, valve

diaphragm, valve, flat

valve, safety relief

indicator, bypass

switch, pressure

switch, pressure

switch, electrical

switch, pressure

switch, pressure

switch, pressure

switch, pressure

switch, pressure

switch, pressure. %

~ For prices and other product
information contact the DSCC Customer
Contact (Call) Center at 614-692-2271, or
614-692-3191, Fax 614-692-1374 (DSN
850), or at e-mail addresses:

DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product information is
also available online at WebCATS at
www.dscr.dla.mil/procurement/CATS/cri.htm

63



New [tems

DEFENSE SUPPLY CENTER COLUMBUS
CERTIFIES NEW SUPPLIER FOR

New technology
provides more

reliable product
Smaller, lighter

and more

reliable crystals

n May 2003, Defense
Supply Center
Columbus, Ohio, engi-
neers certified
Precision Devices Inc.,
(PDI) of Middleton, Wisc.,
to manufacture QPL-55310
Crystal Oscillators, QML-
38534 Hybrid
Microcircuits, and QPL-

64

CRYSTAL“

3098 Crystals. PDI is
already on contract with
DSCC to supply QPL-3098
crystals.

PDI’s new technology
for crystal oscillators can
produce smaller and lighter
crystal oscillators that are
more reliable. Crystal oscil-
lators, used to tune-in to
radio frequencies, have
been built by hermetically
sealing an assembly of
unpackaged components
(capacitors, microcircuit
chips, crystals, etc.)
attached to screen-printed
ceramic substrates. PDI’s
crystal oscillators are made
with packaged state-of-the-
art commercial plastic
encapsulated microcircuits,
canned crystals, and other
surface mount components.
All of these are soldered to
a printed circuit board and
finally hermetically sealed

SCILLATORS

in a metal package.

This new technology is
an innovative merger of
commercial and military
manufacturing practices
into a new “hybrid technol-

»

ogy.

Some of the many
NSNs associated with this
approved lines are: 5955-
00-7930; 5955-00-959-
1192; 5955-01-360-2765;
2955-01-395-5789; 5962-
01-360-2766; 5955-01-
409-1928; and 5955-01-
430-4565. %

~ For prices and other
product information, con-
tact the DSCC Customer
Contact (Call) Center at
614-692-2271, or
614-692-3191, Fax
614-692-1374 (DSN 850), or

at e-mail addresses:
DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil.
Product information is also
available online at \WebCATS
at www.dscr.dla.mil/procure-
ment/CATS/cri.htm.
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icture frames manu-
factured specifically
for the Armed
Services by people
with severe disabili-

ties at Eastern Carolina
Vocational Center (ECVQC)
and provided under the
Javits-Wagner-O’Day
(JWOD) Program, allow
members of the United
States Army, Navy, Air
Force and Marine Corps to
frame their certificates and
awards with service pride.

T T T

LA AR AR LR R

LR R

L R R R LR

L LR R LR RS N

<

" =
T T T UL R R e e e

Fall/Winter 2003

ECVC has provided

training and/or employment

to nearly 240 individuals
with severe disabilities

since 1967.

manufactures, warehouses

and distributes metal termi-
nal lugs and packages and
distributes nonrechargeable

batteries for the federal

«Frame, Picture, Army
U.S. Army designated colors. Clear glass with clear

In addition to
picture frames, ECVC also

with

Service

Pride

government. For the past

eleven consecutive years,

ECVC ha

supplier

s achieved Quality

Vendor status as a DLA

and for the past

two years ECVC has

shipped more than 20,000

orders per year while main-

taining a
100.

vendor score of

coat protected black enamel finish hardwood molding
with inside embossed (hot stamped foil) gold rope design

measures 1-3/8" wide.

Includes mat and saw-toothed

aluminum hangers. Mounts on wall either vertically or
horizontally.

NSN:
NSN:
NSN:
NSN:
NSN:
NSN:

7105-01-458-8209.................
7105-01-458-8210................0.
7105-01-458-8212.................

7105-01-458-8211

7105-01-458-8213..................
7105-01-458-8230..................

8" x 10", BX/12

8.5" x 11", BX/12

9" x 12", BX/12

10" x 14", BX/12
11" x 14", BX/12
18" x 24", BX/6
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« Frame, Picture, Navy
U.S. Navy designated colors. Clear glass with

A AR R AR R A SRS AR AR A

F # clear coat protected Navy blue stain finish hard-

i i wood molding with inside embossed (hot

[ / stamped foil) gold rope design measures 1-3.8"

/ / de. Includes mat and saw-toothed alumi

) / wide. Includes mat and saw-toothed aluminum

E. :: hangers. Mounts on wall either vertically or hor-

- ] izontally.

i : NSN: 7105-01-458-8214......... 8" x 10", BX/12

} :. NSN: 7105-01-458-8216.........8.5" x 11", BX/12

;: :.': NSN: 7105-01-458-8218......... o" x 12", BX/12

' ' e NSN: 7105-01-458-8215......... 10" x 14", BX/12

it B N T T B B S, ’

' NSN: 7105-01-458-8217......... 11" x 14", BX/12
NSN: 7105-01-458-8231......... 18" x 24", BX/6

e, L

b

« Frame, Picture, Air Force

U.S. Air Force designated colors. Clear glass with
clear coat protected, blue stain finish hardwood mold-
ing with inside embossed (hot stamped foil) silver rope
design measures 1-3/8" wide. Includes mat and saw-
toothed aluminum hangers.

Mounts on wall either vertically or horizontally.

NSN: 7105-01-458-8220...............8" x 10", BX/12
NSN: 7105-01-458-8219...............8.5" x 11", BX/12
NSN: 7105-01-458-8221...............9" x 12", BX/12
NSN: 7105-01-458-8223...............10" x 14", BX/12
NSN: 7105-01-458-8222...............11" x 14", BX/12
NSN: 7105-01-458-8229...............18" x 24", BX/6

TE R A A TR AR A R A AR RN R Y
EE AR R AR AR AR L R R R R RV

[

T T, T e T

&

« Frame, Picture, USMC
U.S. Marine Corps designated colors. Clear glass

R e S with clear coat protected, dark blue stain finish

& 14 hardwood molding with scarlet piping; inside

§ / embossed (hot stamped foil) gold rope design meas-

5_ ' ures 1-3/8" wide. Includes mat and saw-toothed alu-

4 5 minum hangers. Mounts on wall either vertically or

4 =3 horizontally.

i ]

: =

E: a ' NSN: 7105-01-458-8224......... 8" x 10", BX/12

4 e 5 NSN: 7105-01-458-8226.........8.5" x 11", BX/12

E e R e NSN: 7105-01-458-8225......... 9" x 12", BX/12
NSN: 7105-01-458-8228......... 10" x 14", BX/12
NSN: 7105-01-458-8227......... 11" x 14", BX/12
NSN: 7105-01-458-8232......... 18" x 24", BX/6
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DSCP’s Medical Directorate
Offers Customers

he Defense

JWOD (Javits-
Wagner-O’Day) sup-
plier, New Dynamics
Corporation, contin-
ues their drive
toward continuous
improvement on
behalf of their cus-
tomers. After exten-
sive negotiations
with DSCP, the Defense
Logistics Agency, Military
Service representatives, and
commercial PVC foam sup-
pliers, New Dynamics has
created a new PVC foam
earplug with the enhanced
safety demanded by today’s
warfighter. This new
improved earplug can still
be ordered using NSN
6515-00-137-6345.

New Dynamics achieved
this enhancement by mak-
ing their new earplugs from
a two-layer closed-cell PVC
foam that’s one-third “day-
glo” green and two-thirds
“day-glo” orange. This new
design enhances safety by
allowing Military Service
safety specialists, industrial
hygienists, and other cog-
nizant Military Service safe-
ty personnel to determine
the fit of an inserted
earplug simply by looking
at it. When inserted

Fall/Winter 2003

Supply Center
Philadelphia
Medical
Directorate’s

ILLUSTRATION OF NEW EARPLUG MADE
EY NEW DYNAMICS CORP

Inmer “Two-Thirds" of
EarPlug: Bright Orange

Duter “Third™ of
EarPlug: Bright Green

according to the directions
(inserted orange end first,
green side facing out), if
any orange is visible, the fit
is incorrect. The fit is cor-
rect when only green is vis-
ible in the user’s ear.

That means if any
orange is showing, Military
Service safety personnel can
immediately alert the user
and give guidance on the

~ Note: Please order
NSN 6515-00-137-6345.

proper procedure for insert-
ing the earplugs in order to
achieve maximum hearing
protection. Ultimately,
everyone using this product
can be assured they’re get-
ting optimal hearing pro-
tection out in the field —
where its counts!

Just remember — green
end out, orange end in.
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Storefront

P2 PACK" T

FPollubon Preventbon Pack
Collapsible, Reusable Bulk Packaging System’

Reusable Corrugated Container
P2 Pack iz & performance deiven bulk
packagings syt Hhid sefs up esedly anad
can be oollapsed smd returmcd bor rouasc,
The slurdy, mulli-wall comsleudon provides
ncmesed protection for a varicty of diffionlt
b ship products.

Erwiranimentally Friendly

F2 Pack is a 100 corrugated packaging system which
recpuires: i Speecial somting or haradling for weasde di:q_n‘nﬂuL

Easy to 5et Up — No nails
1"2 IPack is Rghtweight and vory casy to handle. The

sturdy, collapsible corrugated conlainer is allached 1o a
Cordeck® corrugated pallet. This allows for brue four-way

ety and eosy handling with a forklift or pallet jack.

Custom Designs
1I"? Pack com ber cvstomized to moet your application.

Features and Benefits Include: PE PACK"’
i ; : *Frotected under LS. Patent MNo. 5,934,474
= Save ppace - P2 Pack collapses lor space reduction - R
* Save shipping coets — woighs much bess than traditional "?‘ Cnnla:k"l"rudm:_'l
bulk shippers and wood pallets }Wmmlmm"ﬁﬁ'"ﬂ'

» Erprnomically frendly - easy to set wpr and koock-
donam for stotope, mshipping, and mse
= Enwironmenlally [rendly - corrugated P2 Pack is Fur more: information pheise contact:

1005 reyeliabale =S (it-St

s Compatible with conveyor systems and material

handling equipmenl Richard Owen, Sales Manager
# LiSIEA approwed 1- B0-326-9330 exl 571
«EU y ) Heaich el Inchastrial 1k
Williameport, PA L0 L0057

# Meets puicelines im acoondance with Irberriational
Stamdards tor Phytossmitary Messunes of the 7T
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Pollution Prevention Pack

' Cnllapsible, Reusable Bulk
Packagirg Systerm®
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LOCLINES

DLA’S Training Symposium
w0 Proauct EXpO
biggest customer out-
reach event of the year!

This is a combined S“mmer 2004
Training Conference and

Product Expo. There will
be numerous hours of
training courses and you
will be able to receive

Continuing Education E
Unit (CEU) credits for VENT’ 2004
selected courses. The

Expo will include a large FEDERAL

exhibit area that will

also showcase the prod- HE ALTHCARE
ucts and Sel'.VIC.eS Of

Defense Logisties Ageney |\ C(QUTSTTION
companics (CONFERENCE

FA Lagistics QPerations Start date- April 6, 2004

CUSTOMER End date- April 8, 2004

REGISTRATION and Location- New Orleans Marriott
BOOTH SALES will he New Orleans, Louisiana
available ata Sponsored by the Defense Supply Center
later date. Philadelphia and the Department of Veterans Affairs.

You don’t want to miss The goal of this conference and exhibition is to foster
this once a year event partnerships among Federal and commercial health
: . care communities, ensuring information exchange as
Watch this space for it effects government health care buying and associat-
future details. ed technologies. See: www.dscp.dla.mil/events/

78 LogLines



Report
Fraud, Waste, Abuse
or Mismanagement

To report instances of alleged fraud, waste, abuse or mismanagement in
DLA/ i DoD programs or operations, contact one of the following:
o

The DLA Complaint Program Web site at: www.dla.mil/dcia

® The DLA Complaint Program at 1-800-411-9127 or DSN 427-5447
Fax 703-767-5423/DSN 427-5423

® Write to the DLA Complaint Program:
Complaint Investi%ations (DD
Defense Logistics geng{y
8725 John J. Kingman Road, Suite 2358
Fort Belvoir, VA "22060-6221

® The DoD Defense Hotline Program Web site at:
www.dodig.osd. mil/hotline

® The DoD Defense Hotline Program at
1-800-424-9098 or

® Write to the DoD Defense Hotline Program:
Defense Hotline
The Pentagon
Washington, DC 20301-1900

® The DoD Defense Hotline e-mail at:
hotline@dodig.osd.mil +*

e want
0 hear

from
you!

Is there a topic of interest to you and perhaps other mili-
tary customers, that you would like to see in LogLines? Do you have a com-
ment about an article that appeared in LogLines? If so, we would like to

hear from you. You can send e-mails to the editorial staff at the following e-
mail address: LoglLines@dla.mil
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DLA Mission:
To provide best value logistics support to America’s Armed Forces,
in peace and war...around the clock, around the world.

DLA Vision:
Right item, right time, right place, right price. Every time...best value solutions for
America’s warfighters.

D EF E N S E LOGISTTIZCS A G ENZCY
www.dla.mil

Defense Logistics Agency
Public Affairs Office (DP), Suite 2545
8725 John J. Kingman Road
Fort Belvoir, VA 22060-6221



